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Brings You Further Assurance 
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A New Benjamin Prodwct + pment me 
is dedicated to the advancement of the 


illumination so that you may have ever greater assurance that 
YOU LIGHT RIGHT, WHEN YOU LIGHT WITH BENJAMIN. 


Forcy-five years ago, Benjamin began 
with a pioneering idea that had for 
its objective a better utilization of 
the electric lamp. 

That idea, the Benjamin wireless 
cluster, was good enough to revolu- 
tionize the then infant lighting indus- 
try... good enough still to have 
practical application in World War II. 

Today, on the occasion of our 45th 
anniversary, we dedicate another in 
the long line of pioneering steps. ..a 
new Procuct Development and Test- 
ing Laboratory. 

Its purpose is to further advance 
the assurance that “you light right 
when you light with Benjamin”. 
Through the years, painstaking engi- 
neering, and insistence on quality have 
assured users that they /ight right with 
Benjamin... light right from a stand- 


point of /ight output efficiency... light 
right from the standpoint of correctly 
designed units for the seeing task... 
light right from the standpoint of 
minimization of glare... light right 
from the standpoint of durability, 
dependability and minimum mainte- 
nance cost. 

Through unyielding insistence on 
highest mechanical standards 
Benjamin units have become known 
as ‘‘the lighting equipment that’s built 
like a battleship’. It shall be the pur- 
pose of this new Laboratory to main- 
tain and enhance this reputation... to 
raise quality standards...to give the 
purchaser greater value. ..in a word, 
to give ever increasing assurance that 
“You Light Right when you Light with 
Benjamin.’ Benjamin Electric Mfg. 
Co., Des Plaines, I!linois. 





Copyright 1946 by Benjamin Electric Mfg. Co. 
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REPLACING FUSES IS EASY 
When You Use 


Dependable 


Te single unit link and cartridge is 
quickly and easily installed in the 
double wedge grips of the Trip-O-Link 
switch. Positive arc interruption is 
assured because there is a new fibre 
cartridge with each replacement. 


The unique design of this low cost 
switch assures positive link separation 
with exceptionally high interrupting 
capacity. Available in 50 and 100 
ampere sizes, single shot and two shot 
reclosing types. 
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TELEVISION! 


4 CHIME TIME 
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Again-—Rittenhouse Sets the Pace! 


Sponsoring a series of delightful 


“CHIME TIME” TELEVISION MUSICALS 


Televised over Station WABD by the American Broad- 
casting Company from the new $250,000.00 Wanamaker 
Studios in New York. 

Because Rittenhouse wants their wholesalers and dealers 
to be first to profit from what may become one of the most 
effective mediums of modern salesmanship—television— 
Rittenhouse experimented with these first telecasts in the 
history of the door chime industry. The resulting publicity 
from these presentations should prove of definite value to 
dealers everywhere. 

“Chime Time” Television Shows make possible an actual 
visual demonstration of Rittenhouse models, retail store 
displays, and impressive consumer acceptance. Studio au- 
diences, the press, stage and radio leaders commend these 


Rittenhouse telecasts with sincere enthusiasm. 


Press releases featuring “Chime Time™ 
will appear in Newspapers, Magazines 
and many other publications. 


THE A. E. RITTENHOUSE COMPANY,INC. 
HONEOYE FALLS, NEW YORK 





Lovely, Talented 


Jean Tighe 


Featured songstress of “Chime 
Time,” and fong on outstand- 
ing favorite of Guy Lombardo 
audiences. Miss Tighe was also 
the featured vocalist of “‘Beat 
the Band” and starred in Earl 
Carroll's Vanities. 


PLUS 


stellar supporting cast 


and, of course, 
an arresting “frontline” eyeful | 


+ £ 


of handsome Rittenhouse Door | 
Chime models. i 
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Tell me, Precious, WHOS DIS RACO Guy ? 


@ It’s the dependable line, the uniform line; it’s the famous name of All-Steel-Equip’s 
quality line of steel switch boxes and outlet boxes. Builders, contractors, and architects 
the country over know that they can always rely on Raco.. . and here’s why: 


e Smooth, attractive appearance. No jagged or rough edges— no dirt 
or grease. Raco products can be installed with pride. 


e Every Raco product comes in protective carton, with index showing 
number, quantity, and finish. Easy to stock, identify, and inventory. 


e All-Steel has been making precision metal products for over 33 years. 
The Raco line is made to the same exacting standards. 


Write today. Let us tell you more about Raco: All-Steel + Products — the line that’s sold 
nationally by wholesalers only. 


<= +400!2-O—STANDARD (UTILITY) BOX. With 


“‘Side-Mount” Bracket. Enameled or galvanized finish. 


4001s-B—STANDARD (UTILITY) BOX. With 
““Face-Mount” Bracket. Enameled or galvanized finish.—> 


ALL-STEEL-EQUIP COMPANY, INC. 


800 Kensington Avenue, Aurora, Illinois 
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No electrical equipment can be any better than its insulation 


This insulating varnish 
helped revolutionize 
fractional horsepower 
motors for warplanes... 
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... and the same varnish | pete fy ee a eee : a ia 
can make washing ma- Se “a 
chine motors better 


Speciry G-E Insulating Varnishes with confidence. Now n 
available to all industry, these products have been proved th 
in a myriad of war applications. General Electric offers 

you the benefit of huge productive capacity... 45 years of 

experience in varnish research and manufacture... expert re 
technical service. And strict G-E Quality Control assures ‘ > 7m 
uniformity of product in every shipment. For full details sl 
consult your local Merchandise Distributor. Or write 
direct to Section RIMA-864, Resin and Insulation Ma- 
terials Division, Chemical Department, General Electric 
Co., Schenectady 5, N. Y. 
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Aeropel— new profit opportunity for you! 


\ KITCHEN fresh as a daisy—cool, clean and com- 
£\ fortable—that’s every housewife’s dream. And 
it’s a profit opportunity for any dealer handling the 
new Aeropel Home Ventilator. 

Aeropel is designed for quick, profitable installation 
in any kitchen, old or new. The unit fits neatly—as 
though architect-planned. 


A pull of the bead chain—and this efficient, super- 
quiet ventilator goes to work. Cooking odors, greasy 
fumes and smoke disappear. Built by American 
Blower and priced for competitive selling!—capacity 
ratings certified and guaranteed. 

Aeropel sales possibilities include bedrooms, nurs- 
eries, bathrooms, laundry, recreation and_ utility 
rooms. Ample capacity also for most offices, reception, 
conference and rest rooms. 


\sk your jobber or call the nearest American 
Blower Branch Office for complete information on 
Aeropel—the best answer to the demand for kitchens 
fresh as a daisy. 
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Planning 








Above view shows: White plastic grille— Tubeaxial 3 
bladed aerocurve propeller type fan driven by totally enclosed, 
constant speed 115 volts 60/50 cycle single phase motor —fab- 
ricated steel wall box, bonderized for rust protection—neu 
exclusive weather door with automatic latching mechanism. 


( AMERICAN BLOWER ) 





Home Ventilator 


AMERICAN BLOWER CORPORATION 
Detroit 32, Michigan 








\ Division of American Rapiaror & Standard Saritary conroration 
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Pennsylvania Equipment 


Ae dealer has high regard for 


A Commercial Credit service 


66 
. A tees many years of friendly and 
co-operative service from Commercial Credit, 
I am. happy to say that it has been most 


advantageous to me and, I hope, to you also. 


“To be assured that there is such a fine 


company at one’s: command, ready and willing 


to assist, is a PgZU(O ORY e rh yee One 


Owner 





Automatic Stroker Company 


See tg 


Harrisburg, Penna. 
Iron Fireman Automatic Heating 
OW THE AIR Equipment. 


aes TUNE IN ON THE NEW AND EXCITING SHOW 


“SPECIAL INVESTIGATOR” 


EVERY SUNDAY NIGHT AT 8:30 EASTERN DAYLIGHT TIME 
MUTUAL NETWORK . . . COAST TO COAST 


COMMERCIAL CREDIT COMPANY 
' BALTIMORE 2, MARYLAND 
Capital and Surplus $80,000,000 
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Now! Frigidaire Sets a New Pace for Hiring, 


Training 


& FRIGIOAMRE DEALERS 


and Compensating Salesmen! 


For years, the appliance dealer's No. 1 problem 
has been turnover in sales personnel, a problem 
which has cost the dealer considerable in lost time 
and money. Now, Frigidaire has answered that 
problem with a new program for building better 
sales forces that “stay put’’ and become profitable 
to the dealer. For instance: 

Selecting and Hiring the Frigidaire way makes 
it possible to separate the better men right at the 
first interview. 

Orientation the Frigidaire way makes every sales- 
man feel he’s an important member of the selling 
team. 

Training the Frigidaire way gives the dealer 
everything he needs in charts, slide films, manuals, 
information and instructions to help him train 
good salesmen to be even better. 


COMPINSATION PLAN 


ntl 


Supervision the Frigidaire way is liked by sales- 
men because it makes them more productive, 
more profitable to themselves and the dealer. 


Compensating the Frigidaire way tells the sales- 
man, before he starts to work, how much he can ex- 
pect to receive weekly, monthly and yearly—in 


Compensating Salesmen. This new ‘‘Frigidaire Compensation Selector” tells the 
dealer in seconds what the salesman wi!l earn and what the dealer’s sales cost 
will be on any number of sales, and at any percentage. Here, George Plumly, of 
Appliance Sales Dept., uses an enlargement of the Selector in explaining it to 


salary, commission and bonus. And it tells the 
dealer what his sales cost will be on any number 





field and factory personnel. 


gee x 
More Than 8,300 Figures are on the ‘Frigidaire Compensation 
Selector.”” Two men made 50,000 calculations to arrive at them. 
The Selector is considered to be the most ingenious device of 


its kind ever developed. 
ain mesarames 


Ste, 


A National Survey among Frigidaire dealers brought out what 
makes a good salesman ‘“‘good"’—a poor salesman “poor.” 
C. S. Trigg and P. J. Barnaby, Appliance and Commercial 
Product Promotion Mgrs., check the findings of the survey. 
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You’re twice as sure with two great names 


of sales at different rates of compensation. 
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So, here is another example 
of why Frigidaire is recognized 
as the leader. It’s this kind 
#24 of thinking that makes ap- 
if pliance people everywhere 
™. agree that you can Depend 
| On Frigidaire To Do Things 
RIGHT. 


en ae” 


The “Dealer Operating 
Guide” for Frigidaire deal- 
ers. Factory prepared, it 
assists them in running 
their businesses. 


Depend on 
FRIGIDAIRE 
to do things Le 


L.A. Clark, Asst. Gen. Sales 
Mgr., explains that 78% 
of Frigidaire’s promotion 
budget is spent on train- 
ing and informing. 


sera cnaenES SSeS eRe RRRNEREN. 


Frigidaire mace ony by General Motors 


ani, 
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DALLAS 


Gowe, pyenrisers. 


MEMPHIS y~& 


RALEIGH y» 


BIRMINGHAM 











THE PROGRESSSIVE FARMER 
MERCHANDISING OFFICES 

















THE PROGRESSIVE FARMER’S four Southern 
advertising and merchandising offices are 
well equipped and strategically located to 
render excellent service to advertisers and 
their agencies in helping them to solve sales 
and merchandising problems in any section 


of the Rural South. 


Staff men from these offices are ready, 
willing and able at all times to offer personal 
assistance in helping advertising in The 
Progressive Farmer to produce maximum 
sales results. 


If you need statistical data or market in- 
formation on the Rural South, contact your 
nearest Progressive Farmer representative. 
If you are confronted with a sales or mer- 
chandising problem, perhaps a Progressive 
Farmer man can help you find the answer. 


Through its editorial, advertising and mer- 
chandising set-up, The Progressive Farmer 


8 


keeps in close neighborly touch with the South- 
ern farm market, and provides an intensely 
localized service to readers and advertisers 
that is not offered by any other farm-and- 
home magazine. 

The Progressive Farmer is the South’s 
greatest “‘sales-influence.”” More Southerners 
subscribe to The Progressive Farmer than to 
any other publication which carries your 
advertising. 


The aw Subscribes to 


The. Progressive Farmer 
\) 


RALEIGH 


MEMPHIS, DALLAS, NEW YORK, CHICAGO 
Pacific Coast: Edward S. Townsend Co., San Francisco, Los Angeles 


Advertising Offices: sirMINGHAM, 
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DC996 SILICONE VARNISH q 
» ++ Protects Against Moisture and Heat! SW 


DC996 SILICONE VARNISH offers you and your customers many MS ASD 
Pr 2 ae I I advantages—extra protection against overload failures—better and 
VARNISHES longer resistance to moisture — greater service life, even in very high 
temperatures — and reduced fire hazard due to insulation failures. 
DC996 SILICONE VARNISH cures at 300° F. — is easily applied 
like ordinary varnish— permits baking of completed assemblies with- 
out damage to commutators and slip rings — will not affect shellac- 
bonded mica or core plating at curing temperatures. 
WATERPROOF, HEAT-STABLE DC996 SILICONE VARNISH 
helps you give your customers a better job than ever before—guards 
against failures and complaints — protects your reputation for qual- 
ity materials and careful workmanship. 
Ask for Complete Information 


MANNING INSULATING PAPERS 
cee They're TOUCH! % 


MANNING No. 300 tops the field of insulating papers. 100% rag 
content — excellent dielectric strength— maximum varnish absorp- 


tion — superior héat aging quality — won’t delaminate — tough to 
tear — saves labor on rewinds — protects against shorts or grounds 
—MANNING 300 PAPERS offer the best on every count. 
Uniform in thickness—furnished in all convenient sheet sizes and 
weights. é 


- 
-<- 
"= 


Avoid comebacks—insure your work and profit with MANNING 
INSULATING PAPERS. 
Write for Samples and Prices 


Ze ACE SHOP EQUIPMENT 


eee ce High In Service! 


Fast, flexible, rugged, heavy duty Ace Equipment is adaptable to 
every type of job, from fractional sizes up to 100 H.P., quickly and 
easily. 

Powerful ACE WINDERS will pull the heaviest wire for the 
largest coils in their range — have life-time non-grab, positive clutch 
control — gear and belt drives engineered to eliminate chatter — 
and will take all-types of winding heads. 

Sturdy ACE COIL FORMERS AND SPREADERS stand up under 
severest service — are smooth and positive in action. 

Built to last a lifetime, an investment in Ace Shop Equipment 
pays dividends every year in satisfaction and profit. Shipment is 
prompt — from factory stocks. 


Write For Ace’s New Illustrated Catalog 


Send 
INSULATION AND WIRES INCORPORATED hs tioe ie 
2127 PINE ST. « ST. LOUIS 3, MISSOURI of the IWI 


Blue Catalog. 
ATLANTA 3, GA. ° HOUSTON 2, TEX. 
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In the Weather-Ometer, Weatherproof 
coverings are subjected to the acceler- 
ated aging effects of sunlight, wetting 
and drying, freezing and thawing, 
simulating rain, sleet and searing sun. 


For Continuity of Service... 


@ The long field service expectancy of URC Weatherproof is proven Anaconda Triple Braid or 
Duraline URC 


by exhaustive tests on materials and finished wire and cable. These 
data, plus actual field experience, indicate URC Weatherproof will 


46299 


last for years and years. 


Old-type Weatherproof after severe aging tests in the ee URC Weatherproof after similar exposure to severe 
Weather-Ometer. ee aging tests 


LOOK TO 
FOR WEATHERPROOF THAT LASTS! 
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“Coolair is: Planning 
YOUR FUTURE... 





TRADE MARK 


@elaie Attic Fans 





Successful fan dealers of the future will be the men 
who are laying wise plans NOW. And Coolair is backing 
the future of every dealer who is far-sighted enough to 
line up NOW with the leader in the field . . . and who 
is far-sighted enough to realize there is NO future in 
stirring up a flutter of quick profits selling inferior fans. 


Coolair’s superiority is your opportunity for ease 
in selling, ease of installation and a growing list of sat- 
isfied customers. Besides many other features .. .- 


COOLAIR IS EXTRA QUIET . . 
streamlined inlet and patented spring mount- 
ing which absorbs vibration-sounds. 


- assured by 


COOLAIR IS EXTRA QUIET .. . assured by 
by sturdy welded steel frame and oversize ball 
bearings. 


COOLAIR IS EXTRA ECONOMICAL, assured 
by multiple blade design which means slower 
fan speeds and longer trouble-free perform- 
ance. 


Your Coolair distributor or agent has information on 
the real opportunities awaiting dealers who are aggres- 
sive enough to start their planning now. Get in touch 
with him today. 


A full description of the Coolair line, with tables showing 
models, dimensions, performance data, etc., can be found in 
SWEET’S CATALOG FILE SWEET'S CATALOG FILE 
Architectural For Builders 
A.S.H.V.E. GUIDE ELECTRICAL BUYER’S REFERENCE 


3604 MAYFLOWER ST. JACKSONVILLE 3, FLORIDA 











SHUTLERAK 
SWITCHBOARDS 



























Switchboards like everything else must keep pace. 
( DESIGNED for FLEXIBILITY ...@ one-piece They should be planned with an eye to the future. 
switchboard units can be conveniently arranged — @ Shutlbrak Switchboards make it easy not only to 
a ee —— end walls permit adding provide adequately for present day needs, but for 
future expansion as well. 
@ SECTIONALIZED for EASE and ECONOMY 





of INSTALLATION .. . @ assembled and shipped ready Each unit of these modern, safety-type, heavy duty 
for connection of main and branch circuit cables... re- switchboards is self-contained, with all switch units 
ducing installation costs. Sections readily fit together... connected to the bus bars of that section. Each has a 
with built-in junction boxes at top plus removable covers, junction box built into the top of the panel so that any 
@ TAILORED TO MEET YOUR EXACTING number of units can easily and quickly be joined side 
REQUIREMENTS... Number and capacity of @ Shutl- by side or otherwise arranged to fit available space. 


k Switch ided as ified b ; 
ee ee The Shutlbrak Switch, the outstanding char- 


acteristic of this switchboard, embodies the latest de- 
sign and construction for a high quality heavy duty 
industrial switch with quick make and break connec- 
tions held under compression by a tempered steel 
spring in the shuttle enclosure and with () Kamklamp 
fuseholders. All copper surfaces are silver plated for 
good and lasting service. All steel parts are either made 
of galvanized steel, or cadmium plated. Switches are of 
interlocking type. 


If it is high quality heavy duty switching that you 


need, insist on Shutlbrak Switchboards — the 
switchboard for today and tomorrow! 


EST. 1891 
THE SIGN OFA BETTER JOB 


Prank Adam 
SHUTLBRAK 


FRANK ADAM ELECTRIC CO. 
ST.LOUIS, MO.U.S.A, 
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Precreucn Son 


ales Program that Succeeded 
Put South at the Top 


By C. M. Ripley 


The author of this article, an 
electrical engineer, of Schenectady, 
N. Y., has addressed thousands of 
men and women in the electrical 
industry. He has an_ unusual 
knack for dramatizing the com 
monplace in statistics. He was once 
featured in the syndicated cartoon 
of his nephew, “Believe-It-or-Not” 
Ripley, in a demonstration of an 
electrical system. He was shown 
eranking a small generator, con 


Many yeEARS ago Preston Ark- 
wright* gave a memorable speech a- 
bout electric cooking. Although talk- 
ing to fellow utility men, he used 
simple language, few figures and no 
technicalities. Everyone knew just 
what he meant. So, it was a remark- 
able speech—especially for a lawyer!! 
So memorable was it that for 15 
years, I have quoted much of it from 
memoiy, verbally and in writing, to 
perhaps a million people from coast 
to coast. Here is the part that stuck 
i my memory: 

‘Electric light is flameless light— 
light without fire. 

“Electric power is flameless pow- 

power without fire. 
Electric heat is flameless heat 

t without fire. 

‘We will soon start promoting the 

of electric ranges. 

‘We will say that electric cooking 

cool—we will not say it is cooler. 

‘We will say electric cooking is 

t—not faster. 

“We will say electric cooking is 
heap—not cheaper. 

“We will say electric cooking is 
safe—not safer. 

‘So you can depend on us to pro- 
mote electric cooking without knock- 
ing its competitors.” 


*Mr. Arkwright, chairman of the 
board, Georgia Power Co., was presi- 
dent of that company at the time he 
made the address mentioned above. 


nected to lamp bulbs and a fan. 
The cartoon carried the heading, 
“His Breakfast Waves the Flag.” 
“His fuel is his breakfast,” read 
the cartoon, “his body is the boiler 
converting chemical energy of the 
food to the mechanical energy in 
his muscles, which turn a hand 
generator, converting mechanical 
energy to electrical energy, light- 
ing the lamp and starting the fan 


which waves the flag!” 


Did Mr. Arkwright’s sales cam- 
paign succeed in the South? To 
shorten the answer to that question, 
my inquiry was confined to the states 
cast of the Mississippi River. 

And to simplify it still more, just 
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one plain fact was looked up: 

“The percent of the domestic clcc- 
tric customers who have an clectric 
range.” It’s just that simple. Now 
look at Table I. 

The table speaks for itself. As you 
look at the figures, do you think of 
the autumn football scores on the 
Sunday sports page? Every onc who 
has seen the table is surprised or 
amazed, or worse! Some were even 
shocked!! 

I hope you feel that the table was 
arranged honestly. Imagine the ef- 
fect if the right-hand column had 
been arranged in inverse order, with 
New Jersey at the top, and Michigan 
at the bottom! But it was not arrang- 
ed that way. It is enough of a sensa- 
tion as it stands. 


Ranges Promote Mutual Benefits 


So Mr. Arkwright’s committee did 
sell electric ranges—in the South. And 
for every range sold, the utility com- 
pany got more revenue, probably im- 
proved load factor, raised power fac- 
tor, added kilowatt-hours with no 
kilovars; strengthened the dealers’ 
position, and cut the amount of coal 
per unit gencrated. 


Table I—Popularity of Electric Cooking” 
East of Mississippi River 
Per Cent of 


Wired Homes 
with 
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ne: ‘ : nals II—Relation of Ranges to Population 
in Selected States 


No. of Ranges Population 
(in thousands) (in millions) 


Name of State 


Tennessee 120 


52 
112 


New York 167 


But besides the good and _tangi- 
ble results in the commercial, engi- 
neering, and merchandising depart- 
ments, there was one more good re- 
sult. It was an achievement that 
is hard to measure, for it was (and is) 
in the field of public relations. 

For as soon as each and every 
housewife started to use her electric 
range, she also started to enjoy much 
cheaper electricity, perhaps a 40% to 
50% reduction! ‘The low rate the 
range brought her, applies not only to 
the range itself; but she gets this 
cheap electricity for every other ap- 
pliance now in her house, and also 
for all those new appliances she will 
buy in the future! 

Just because she uses her electric 
range, her refrigerator costs less to 
run, and her cleaner, and her washer, 
and her iron—even every lamp in her 
house costs less to operate because ot 
that range! She soon realizes that 
the more electricity she uses, the 
cheaper it gets; and visa versa. So 
the housewife becomes an enthusias- 
tic customer. 

“Good will is the disposition of a 
pleased customer to return to the 
place where he has been well treat- 
ed.” 

The utility executives who fixed 
these promotional rates; the merchan- 
dising departments that planned and 
conducted the sales campaign; and 
the advertising departments that told 
about the range, and explained the 
new rates—all these deserve credit 
for the sales promotion that put elec- 
tric ranges on the lines, and put en- 
thusiastic customers on the books. 


Bargains and Gains 


Women appreciate bargains and 
they also appreciate gaining personal 
comfort. Electric cooking—without 
fire—is cool. And she has merely to 
add a small exhaust fan over or near 
her range; and then she gains a cool, 
clean, safe, sweet-smelling kitchen 
where work is almost play. Soon she 
finds it costs less to live better with 
her electric kitchen, and it may take 
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No. of Wired 
Homes 


3 0.4 million 
4 1.2 
2 0.4 

13 3.6 


her five years or more to discover that 
because of hex all-electric kitchen, she 
stays younger longer. 

Here’s her electrical bargain when 
she buys from Mr. Arkwright’s Geor- 
gia Power —s (See note, page 15) 

For $1 she gets 26.6 kilowatt-hours. 

For $10 she gets 700 kilowatt 
hours. 

So she gets 26.6 times as much 
electricity for ten times as much 
money. “$2€ worth for $10’—that’s 
the way my wife put it. (The re- 
appearance of 26.6 is just a coin- 
cidence. ) All in excess of 200 units 
(for $5,) costs her only one cent 
each, whether she has an electric wat- 
er heater or not. 

Now $10 a month is only $2.31 
a week—just cigarette money in many 
families, but it buys her 700 units 


a month! 


‘The average rate paid by American 
housewives from coast to coast, is 
3¥2c per kilowatt-hour. If anyone 
bought 700 kilowatt-hours in a month 
at the average rate, they would cost 
$24.50; but they do cost $10 in Geor- 
gia. (See Appendix for what $10 
worth of electricity will do.) 

One man with an analytical mind 
looked over this manuscript and said: 

“The nigger in the woodpile here 
is that you don’t tell the total num- 
ber of ranges in each state. I'll bet 
New Jersey and New York each have 
ten times as many ranges as Tennes- 
see and Florida.” 

In order to learn the facts for my- 
self and also to convince this ‘doubt 
ing Thomas,” some facts were look- 
ed up and these are presented in 
Table II. 

Although I try to avoid 
ita’”’ statistics, you might be int 
in such technicalities for just 
states: 


per Cay] 
erested 
these 5 


Tennessee has one electric rang 
for every 24 people, and New Jersey 
has one for every 77 people. 

Florida has one electric range fot 
every 18 people, while New York has 
one electric range for every 80 people. 
(Note that the range saturation 
greater per capita in Florida than in 
Tennessee. ) 

And Georgia has one 
every 33 people. 


range for 


1 
3 


Table 11—Popularity of Electric Refrigera- 
tion East of Mississippi River 


Per Cent of 
Wired Homes 


In the 
South 


Maryland 78 

Me of 78 
Georgia 73 
Tennessee 72.17 
North Carolina 71.93 
South Carolina 71.93 
West Virginia 70 
Delaware 68 
Virginia . 68 
Florida 67 
Kentucky 66 
Alabama 51 
—. 


with 
Elec. Refrigerators 


In the 
North 


77 Pennsylvania 
76 Illinois 
71.87 New York 
71.53 Connecticut 
71 New Jersey 
69 @hio 
66 Massachuse ‘ts 
65 Michigan 
61 Indiana 
59 Rhode Island 
52 Wisconsin 
51 Vermont 

N. Hampshire 
41 Maine 


» January, 1946. 
‘ae oe» - 
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Many Factors Influence Range Sales 


How can we explain the popularity 
of electric ranges in the South? Was 
it the warm climate? 

Yes—partly. Warn climate prob- 
ably is one factor in promoting de- 
mand for electric ranges. (And refrig- 
erators, too. See Table III.) But the 
converse is not true; for all 7 states 
at the top of the Northern list, are 
also at the top of the map. Mich- 
igan, New Hampshire, Wisconsin, 
Vermont and Maine all border on 
Canada; and Indiana and Ohio bor- 
der on the Great Lakes. So the 
greatest electric range saturation in 
the North, is in the extreme north! 
Climate is not the determining factor. 


Was It TVA’s Influence? 


Yes—partly. Tennessee is famous 
for cheap electricity and heads the 
list in range popularity. (But not fo1 

erator popularity. ) 

How far does ‘T'VA’s candle shed 
its beams? Apparently mere nearness 
to TVA does not determine electric 

sales. 
ok at the range saturation in 
Iennessee’s next door neighbors: 


No. Carolina 22% 
Ce a ia 


eorgia LL 


Alabama - 18% 
Vj 


rginia 16% 
W. Va. 10% 
Mississippi ; 8% 


Kentucky 6% 


1 


Three of these 7 states bordering 
on Tennessee show less than the na- 
tional average of 12% range satura- 
tion : , 

Illinois with 10% is much nearer 
TVA than Florida with 27%. And 
Tennessee ranks 6th in refrigerator 
saturation. (See Table III). 


Did Hydro Power Boost Sales? 


Did the development of hydro- 
power cause the popularity of electric 
cooking in the Southern states? Yes 
—partly. 

Let’s “consult the record,” as Al 
Smith used to say. The Edison Elec- 
tric Institute reports as follows on 
1945 Generating Capacity of Hydro- 
Plants. (East of Mississippi River.) 


Kilowatts: 
2,200,000 
2,200,000 
4,400,000 


896,000 


District: 

So. Atlantic 
East So. Central 
Total 


New England - 
Middle Atlantic 590,000 
Kast No. Central 739,000 

Total _ te 3,325,000 


East of the Mississippi River 
Thus the total Hydro developed 


Appendix 


What 700 Kilowatt-Hours 
Can Do in the Home 


If 700 kilowatt-hours were applied 
to doing just one job, in an ordinary 
home, it would: 

Operate a_ good 
three years; or 

Light a 100-watt lamp all 
every night for 20 months; or 

Light the home and run the small- 
ert appliances for over two years; or 

Run a kitchen exhaust fan night 
and day for two years; or 

Do the vacuum cleaning for 30 
years; OF 

Run an electric alarm or chiming 
clock for 38 years; or 

Run a washing machine for 30 
years of laundry service; or 

Heat the hand iron for nine years 
of laundry service; o1 

Heat and run the ironing machine 
for six years use; or 

Wash all the dishes for 15 years— 
think of abolishing the most dreaded 
drudgery of housekeeping for 15 years 
for $10; or 

Grind up and flush away all the 
useless food fragments, and thus pre- 
vent the existence of garbage for 30 


refrigerator fot 


night 


> 


in the South is about 1/3 greater 
than in the North. 

In the North water power is 13% 
of the total power plant capacity and 
it generates 18% of the total energy 
made. 

In the South, water power is 44% 
of the total power plant capacity and 
it generates 46% of the total energy 
made. 

In New York State with 1.2 mil- 
lion kilowatts of hydro, 5% of wired 
homes use electric ranges; while Ten- 
nessee, with less developed hydro, 
shows 28% of wired homes cooking 
electrically. Tennessee has developed 
nearly 3 times as much hydro as Geor- 
gia, yet both enjoy large range satura- 
tion. Apparently hydro of itself does 
not always help sell electric ranges. 


Is Natural Gas a Factor? 


Does the South’s production and 
use of natural gas explain the South’s 
leadership in electric cooking? No, 
quite the opposite. 

The South produces most of our 
natural gas east of the Mississippi 
River, yet enjoys a greater elecrtic 
range saturation than the North. 

West Virginia is probably the big- 
gest producer of natural gas. They 
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years—a gencration of freedom from 
the most disgusting duty of house- 
keeping for $10; or 

I'urnish hot water for almost three 
months. 

What 700 Kilowatt-Hours 
Can Do on the Farm 

If 700 kilowatt-hours were applied 
to doing just one job, on an ordinary 
farm, it would: 

Churn 70,000 pounds of butter; or 

Separate one million pounds of 
cream; or 

Hoist 2,000 tons of hay; or 

Bail 359 tons of hay; or 

Milk 350 cows 
month; or 

Pump all the water for the farm 
and home for three years; or 

Light the house and farm, indoors 
and out, for over a year. 


every day for a 


The above figures are based on a 
publication by a machinery manufac- 
turer, giving the estimated kilowatt- 
hours used per month by different 
kinds of home appliances and farm 
equipment. 


produce so much they even export it; 
yet electric cooking is twice as popu- 
lar in West Virginia as in New Jersey 
or New York, which produce no na- 
tural gas, and use little, if any. 

Mississippi and Louisiana natural 
gas is sold in Tennessee, Florida, 
Georgia and Alabama, yet electric 
cooking is very popular there. 

No natural gas ever finds its way 
to the 6 New England states. 

To put it mildly, it does not look 
as if natural gas hurt the progress of 
electric cooking. 

And artificial gas is in practically 
every large community which does 
not have natural gas—in the South 
as well as in the North. 

Can you think of any reason why 
artificial gas competition should be 
greater in the North than in the 
South? 

*Editor’s Note: The author has 
used rounded figures for simplifica- 
tion. The net cost of 200 kwh at the 
Georgia Power Co residential rate 
would be $5.09, and the net cost of 
700 kwh would be $10.46. 

The Ic step applies only up to the 
point where average cost is 1¥2c net 
per kwh (624 kwh). All in excess of 
624 kwh is billed at 1%c/kwh net. 
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Prospects and Profits trom 
Fast-Moving Side Lines 


COLORFUL MERCHANDISING instead 
of house-to-house selling as a volumc- 
builder has been announced as the 
policy for the home appliance store of 
Pfeifers of Little Rock, Arkansas, de- 
partment store that opcrates the ap- 
pliance section as a separate unit in 
another building, headed by a mer- 
chandising manager. 


Even now, months before electrical 
appliances can be expected to reach 
retail channels in quantitics, promo- 
tional activitics are very much in cvi- 
dence. 

Last month a strcam of customers 
turning from the strect to Pfeifers’ 
front door bought side-line items that 
added $15,000 to volume. These 


customers buy showcr stalls, luxury 
kitchen stools, picnic grills, swanky 
garbage pails, portable ice boxes, car- 
pet sweepers, kitchen cabinets, pres- 
sure cookers, and other items desig- 
nated as side lines for the electrical 
appliance dealer. 

Selling such side lines in the ap 
pliance store is an old story by now— 
a story that many dealers have for- 
gotten. But Pfeifers of Arkansas has 
not forgotten. Side lines are big 
volume now, and side lines are en 
abling the merchandising manager 
to use some of the sales and promo 
tional plans created for major ap 
pliances. 

Consider that shower stall, display 
ed in the midst of ranges, window 
fans, refrigerators, and other applian 
ces that stir the acquisitive instincts 
of ali who see them. Selling at 
$79.50 with fixtures, that shower stall 
represents a fair-sized purchase. Pec 
ple with storage closets that can | 
converted into a shower bath want 
it. Others who cannot get bath tubs 
are buying it. 

A picnic box to keep foods cold 
in hot weather and hot in cold weath 
cr moves out very rapidly. Last 
month 100 were sold at $5.95 cach 

The boxes were promoted as 
window display, in newspaper adver- 
tising, and as spot _ presentations 
throughout the store. 

A variety of finer kitchen stools 
displayed here and there in the stor 
move very fast. <A collapsible step 
ladder stool, selling at $4.95, is ir- 
resistible to both men and women cus- 
tomers. 

Side lines attract many customers 
who might not come in. Such lines, 
reports E. H. Manouge, merchandising 
manager, helped to bring in the 100 
customers last month who were eag- 
cr to book orders for the handsome 
model kitchen cabinets on display 
Those kitchens cannot be delivered 
yet, but the tricky iron cord that the 
customers bought was handed over on 
the spot. 

Small electrical appliances were 
bought eagerly by many customers 
who came in for side lines. Up to 


The photos on these two pages show 
some of the items which Pfeiffers of 
Arkansas have been selling in volume 
and using as a means of obtaining 
prospects for major appliances. Shown 
on this page at the left are window 
fans and picnic items such as grills 
and picnic ice boxes. On next page: 
at top, is a shower stall that was pro 
moted successfully. In center, kitchen 
stools. Below, the modern kitchen 
which was viewed by the store traffic 
created by the side lines. 
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the middle of July, 600 window fans 
selling at $50 each had been bought. 
Some of these customers settled for 
the window fan when they could not 
have attic ventilation this year. 

Those window fans were promoted, 
shown in groups of two or more, to 
impress the customer with the fact 
that delivery could be made at this 
time. 

Side lines are bringing people into 
the store, and Merchandising Man 
ager Manouge wants people coming 
into the store to buy. 

“There will be no house-to-housc 
selling for our sales people,” he said. 
We intend to emphasize call-backs 
instead of initial calls. Call-backs 
give the sales people a real opportun- 
ity to use salesmanship.” 

The call-back is in active use now, 
made each time a major appliance is 
sold. Only night calls are made. The 
salesmen are allowed $1.50 for each 
call. with permission to use the com- 
pany car. Other cars for the use 
of sales people will be added as soon 
as possible. 





Call- Backs Used Effectively 


[he call-back is purely a good will 
gesture, but it gives the sales person 
an opportunity to get into the cus 
tomer’s home and check what appli- 
ances are needed. From such infor- 
mation, the new prospect list is be- 
ing built, and this new prospect list 


takes the place of the old one that ac 
cumulated to bulky proportions. 
“Eventually,” said Mr. Manouge, 
“we intend to concentrate much of 
our merchandising on electrical kit- 
chens. Many of the luxury items we 
sell now are, in a measure, the first 
units of the modern kitchen that will 
be bought by the customer when a- 
vailable. People who come in to see 
our model kitchen, one of the two se hen>ih 
we are arranging to display, are not i Rag town hist 4 
altogether disappointed if they can EE nee by Mulline 
buy something attractive for the kit- 
chen right out of current stock. We 
try to give them this impression.” 
Because most of the preliminary 
sales work on major appliances will 
be done in the store, even though 
many of the appliances will be sent 
to the home on demonstration, every 
sales person is required to be able to 
operate all appliances skillfu'ly. Sew- 
ing machines are now in what Mr. 
Manouge calls terrific demand. Al- 
though a woman is designated as in 
charge of sales on sewing machines 
and ironers, all of the salesmen are 
required to operate the equipment. 
“Having men capable of running 
lp a neat seam on the sewing ma- 
chine or turning out a smoothly iron- 
Continued on page 78) 
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Ir HAS BEEN SAID that in order to 
make money one must spend moncy. 
Regardless of whether or not this old 
saying is true, the contractor must 
spend moncy. Furthermore, he is 
required by law to keep a record of 
his expenscs. 


You and I are no exceptions to 


*Mr. Carson is comptroller of Tall 
man, Robbins and Company, Chi 
cago, originators of the Tarco sys- 
tem of accounting for contractors 
and builders. 


Accounting for Contractors 


2. Estimates or 


By Guy 


In this second article of 


**Guess-timates’’? 


I. Carson* 


the series outlining a practi- 


cal accounting system for electrical contractors, the sub- 
ject of Cash Disbursements, or Cash Paid Out, is dis- 


cussed in detail. 


the rule, and since we must keep a 
let’s keep one that means 
which helps make 


record, 
something-—one 
money and save money. 

The illustrations of such Cash Dis- 
bursements Record shown herewith 
are laid out in such a manner that 
the expenditures (Cash Disburse- 
ments) can be recorded to give you 
profitable information, which  ordi- 
nary accounting systems do not al- 
ways supply. 

Any reco:d to be of real value must 
be accurate. ‘To keep an accurate 


The next article will be on Receipts. 


record, all disbursements should 


made by check, although for ci 


venience a Petty Cash fund should 
maintained for small purchases. 
the accompanying illustrations 


net amount of the check is entered : 


the first column. Discount, if 
is entered in the second column 


the total amount of the bill is ent 


cd in the third column. The 

of column 3 should equal total 
columns 1 and 2. 
are, therefore, in column 3, 


classify and segregate these exper 
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Figure 1. Record of “Cash Paid Out’’ 


In “Cash Paid Out” you will notice the amount of check, 
discount if any and the amount of the bill paid are entered 


in columns 1, 2 and 3. The other columns to the right 
are then arranged in groups so that the amounts in column 
3, when distributed to the proper columns, gives you im 
portant information. 

Note for example that in columns 4 to 9 are entered all 
Direct Operating Job Expenses; in columns 10 to 13 all 
Indirect Operating Expenses; and in columns 14 to 18 
are entered your Office Overhead Expenses. (Column 19 


18 


a 


is usually reserved for Retail Store purchases if you have 
a store in connection with your contracting business). 
This arrangement has many obvious advantages. 
example, you have only to use the footings of the various 
columns to obtain quick information which might other 
wise take hours to obtain. You ean carry these totals for 
ward from month to month and at the end of the year you 
have your expenses, all totaled and ready for Income Tax 
(The footings may be posted monthly to a ledger account 
if desired). But in either case, obtaining expenses [or 
Income Tax is no longer a nightmare. 
(Continued on next page) 
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tures from column 3, everything in 
that column is distributed in columns 
provided for that purpose on the same 
double page (see illustration). 

For example: For a shipment of 
materials which were purchased for 
Job No. 10, the proper entries are 
made in the first columns and the dis- 
tribution made in the “Materials” 

lumn No. 6 (see Figure 1) and 

number of the job or project 
should be placed before the amount 
in the “Job No.” column. The pur- 

e of this method is twofold: to 

ep expenses by classifications; and 

) keep direct expenses keyed by jobs. 

You will notice that one of the 

linal features of the recently devel- 

| “Accounting System for Con- 
tors” is that each job or project 
eyed with a job number. Thus, 
rect expenses, direct payroll, and 
y received from any particular 
ire all keyed with the same num- 
so that eventually all the infor- 
n appears on the Job Record 
which bears this key number. 

You may be wondering why most 

direct expenses in the typical 
entries shown in Figure 1 pertain 
to Job No. 10. This is for simplicity 
he ordinary Contractor may have 

il jobs in progress at one time. 
[herefore, various job numbers would 


the ordinary Cash Dis- 


ippear On 


bursements or Cash Paid Out page. 

Let us review some of the entries 
shown in Figure 1. Column 1 is al- 
ways the net amount of the check, 
and this column will be the amount 
credited to your bank. The first en- 
try is payment of a bill for $100 to 
a supply company for materials to 
be used directly on a job. A $2.00 
cash discount was taken, therefore the 
net amount is entered in Column 1, 
the discount taken is in Column 2 
and the amount of the invoice in 
Column 3. 

This purchase happened to be for 
Job No. 10. In the case of purchases 
for two or more jobs on the same in- 
voice you would use one line up to 
and including Column 3, and in 
Column 6 enter the amount of 
money applicable to cach job, show- 
ing the job numbers in the “Job” 
column. The totals would, of course, 
equal the total amount of the invoice 
in Column 3. 

Item 2 appears to be a sub-contrac- 
tor who also worked on Job No. 10, 
the net amount being $125; there- 
fore, that amount would be entered 
in both Columns | and 3, and then 
entered in Column 5 in which all 
payments to sub-contractors are post- 
ed. All entries made to the right of 
Column 3 are merely distributions 


of the amount entered in that column 
for the purpose of keeping the expen- 
ditures classified and segregated, and 
to key all direct purchases for jobs. 
The reasons and many advantages are 
obvious. 

The third entry is a permit from 
the City for $20. This expenditure 
also pertains to Job No. 10 and being 
a miscellaneous item, the distribution 
is put in Column 9. 

The fourth item pertains to an- 
other sub-contractor and is handled 
the same as the entry for the first 
sub-contractor. 

Item 6, or Check No. 206, indi- 
cates that F. H the propric- 
tor, drew out $175.00 and charged it 
to his personal account, the distribu- 
tion appearing in Column 20. 

Check No. 207 is for the payroll. 
Our proprietor, in this case, pays by 
cash and the amount of the payroll 
is $267.57. He draws one check for 
the amount of payroll and pays in 
cash. $201.27 is for direct payroll 
on jobs (this is keyed and entered 
on the jobs from the payroll). The 
balance of the payroll covers a truck 
driver who drew $38.80 (see Column 
10) and an office worker whose salary 
was $27.50, which is entered in 
Column 14. The three items equal 
$267.57 or the amount of Column 
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(Continued from previous page) 


Do you know your overhead percentage to your direct 
They do not know 


expenses? Most contractors do not. 


whether they should add 10%, 25% or what. 
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profit. 
Therefore 




















must know what percentage to add to your estimate to 
recover your overhead. 


Then you know what to add for 


(The forms reproduced here are taken from the Tarco 
System of Simplified Accounting for Contractors. 


This 





they are working in the dark. 

With this system you can find your percentage of over 
head to Direct labor and materials simply and easily. All 
that you have to do is compare the totals of Columns 4 to 9 
with the totals of columns 10 to 18. This factor was 
always important. But it is so much more important today 
than ever before, that you cannot afford to operate blindly. 
Costs vary so much and prices change so often that you 
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system, designed specifically for contractors, meets their 
needs and answers their problems as no hit-and-miss ac- 
counting system can. Space does not permit reproducing 
the complete instructions which come with the system— 
only the most important features can be described here. 
Of course, any set of books providing the necessary in- 
formation and tying in with other records could be used.) 
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3. The other entries are similar, and 
self-explanatory. 

In the case of a payroll where pay- 
ment is made by payroll checks to 
each worker and also assuming the 
payrolls were identical, the entry 
would be the same except the check 
numbers should be shown. For ex- 
ample, if 5 checks were used, it would 
be sufficient to show numbers of 
the first and last check in the column 
for “Check Numbers.” 

Check No. 211 is for Petty Cash 
to reimburse the cash drawer with 
$10, $9 of which apparently had been 
paid out for office supplies and $1.00 
for miscellaneous office expenses. 

Check No. 212 pays a note to the 
bank for $10,000 plus interest of 
$100. This repayment of money 
which is owed, being neither a direct 
expense, indirect expense, or an office 
expense, is distributed in the last 
column on the extreme right, Column 
21, headed “Other Expenditures.” 
Any loans, withdrawals or additional 
money put into the company by the 
proprietor would be handled in a like 
manner. 

The foregoing are typical entries 
and cover usual transactions. All en- 
tries will be comparable to these, or 
variations of them. 


Does the Store Make Meney? 


Do you operate a retail store in 
connection with your business? If 
sO, a separate column should be pro- 
vided for purchases for the store. 

Going back to Item 5, this is a 
purchase from Harlow Bros. of stock 
for the retail store. Not all contrac- 
tors have a retail establishment and 
to those who do not have such a 
store, this item will not apply, but to 
contractors operating a store, this 
method provides a positive and accu- 
rate record of all such purchases. En- 
tries in Column 1, 2 and 3 are the 
same and the purchase then distri- 
buted to Column 19 which may be 
headed up “Purchases for Store” and 
used for that purpose. 

By keeping “Purchases for Store” 
in a separate column and by taking 
into consideration the beginning and 
ending inventory, the cost of goods 
sold is easily obtained for any desired 
period. 

In the Cash Receipts Book, similar 
provision is made to record all store 
sales or retail sales. Thus the amount 
of profit made from the store sales is 
available (by subtracting the most of 
goods from the retail sales.) 

The contractor who operates a re- 
tail store has no doubt found it diffi- 
cult to keep his retail sales separate 
from materials taken from stores and 
used on contracts. Perhaps most 
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matcrials used on jobs will be pur- 
chased direct, but many items will 
doubtless be taken from the store and 
used on the job. That can very well 
be handled by the manner illustrated 
in the last entry shown on the Cash 
Paid Out Record in Figure 1. This 
is a transfer from “Store” to “Job.” 
No money changes hands, so no en- 
tries are made in Columns 1, 2 and 
3. In this case $60.00 worth of fix- 
tures were taken off the shelf from 
the store. They originally had been 
purchased and charged to the store 
under the assumption that they 
would be sold at retail. It was found 
that the proprietor needed these mate- 
tials on Job 11, therefore they were 
taken out of stock and charged to the 
job in the manner shown, i. e., $60, 
which is a ceduction, is entered in 
red ink in Column 19, or the figure 
may be entered and circled as is 
shown in this illustration. (In foot- 
ing the columns the red ink, or cir- 
cled, figures are deducted, not added.) 
Any item transferred to a job in this 
manner should always be transferred 
at cost price, not selling price. 

This method of handling has the 
effect of taking materials out of 
“Stores” just as if it had never been 
charged to “Store” in the first place, 
and of charging it to “Materials pur- 
chased for jobs.” 


A Place for Everything 


Summarizing briefly some of the 
statements made earlier in the article. 
you notice that all direct operating job 
expenses are grouped in Columns 4 
to’9, inclusive, your indirect operat- 
ing expenses in Columns 10 to 13 
inclusive, and your office overhead 
expenses in Columns 14 to 18 in- 
clusive, with purchases for your store 
in Column 19, while your personal 
drawing and other transactions are 
handled separately in Columns 20 
and 21. 

All entries are made in this manner 
until the bottom of the page is reach- 
ed, when all columns should be to- 
talled. 

If your book is in balance. the 
total of the third column will be 
the total of your first and second 
columns, and the total of the third 
column will also be equal to all of 
the other columns to the right of it 
because they are distributions of 
Column 3. After being sure your 
sheet is in balance, you carry forward 
the totals to the next page, continu- 
ing this operation until the end of 
the year, Carrying totals forward for 
the entire year is preferred by many. 

This arrangement has many obvi- 
ous advantages. For example, vou 
do not have to make constant post- 





ings to a Gencral Ledger—you have 
only to use the footings of the vari- 
ous columns to obtain quick informa- 
tion which might otherwise take 
hours to obtain. You can carry these 
totals forward from month to month, 
and at the end of the year, you have 
your expenses, all totaled, and read; 
for Income Tax. (The footings may 
be posted monthly to a ledger ac 
count if desired.) But in cither case, 
obtaining expenses for Income ‘Tax 
is no longer a nightmare. 


Direct Costs Under Control 


Be sure to enter your direct Job ex 
penses in Columns 4, 5, 6, 7, 8 and 
9; that is, all expenses which are di 
rect expenses of certain jobs. ‘Thes 
expenses, except payroll, which is en 
tered from Payroll Record, must then 
be entered on Job Record sheets bear 
ing same “key” or job number. 


Indirect Costs Contain Profits 


The indircct expenses—office an 
other expenscs — and purchases fo! 
vour retail store, if you have onc 
should be entered in appropriat« 
columns 10 to 21. These costs, 
which are those not applicable 
actual jobs, are overhead expenses an 
are not charged directly to jobs, b 
must be kept separate so that th 
Contractor may know his overhea 
that is, what it costs to be in busine 
The purchases for the retail store, by 
being segregated in a separate colum 
is a means of keeping accurate record 
of purchases so you may determin 
vour profit, or loss, from that sour 

To stay in business, you must reé 
cover the cost of being in business 
your overhead. 

The successful operator must kn 
the percentage of indirect or overhead 
operating and office expense, to di- 
rect operating expense. The conti 
tor who does not know this percent 
age is the one who makes the ridicul 
ous bids. He makes himself 
his competitors look bad. He | 
moncy when his bids are too low, 
he loses jobs when his bids are 
high. When accounts are kept as 
outlined above, the “percentage’ 
Indirect, or overhead expense, to 
rect expense, is easily determnicd. _ 

It is obtained by taking the tof 
direct operating job expenses, w! 
are the totals of Columns 4 to 9 
clusive, and dividing this total 
the Total Indirect, or Overhead ex- 
penses (totals of Columns 10 to 15 
inclusive), for the same period. The 
longer the period of time covered, 
the more comprchensive and accuraté 
this percentage will be. 

For example, the period should in 

(Continued on page 74) 
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Training Course for Salesmen 


There’s more to training a salesman 
than passing out product literature. 


\ VRAINING COURSE for its salesmen 
has made it possible for the Delaney 
Specialty Company, Mobile, Ala., to 
sell more merchandise, more intelli 
gently. It has increased the earning 
power of its salesman and showed 
them how to separate customers who 

‘‘Jookers” from customers who 

“buyers,” 

It has taught them how to evaluate 
prospects. A customer with a refrig- 

tor eight years old is not as good 

rospect as a person who does not 
any refrigerator, yet the sales- 
needs to determine quickly it 

the customer has need for a refrigera- 

, a place to put it, and the money 

credit to buy it. It is apparent 
that these questions are partly 

iswered in the customer who has a 


irigerator. 
New salesmen, if they are = ex- 
penienced, are told immediately that 


y are selling in a competitive mar- 
regardless of any merchandise 
tages and that they are to accord 

the customer the same respect they 
id when stores and _ warehouses 
ilged with appliances. 

hese salesmen are always inter- 


Small appliances displayed on island 

fixtures, such as shown here, have 

produced considerable store traffic. 

The rounded corners and graduated 

ters of shelves permit a most attrac- 
tive display of small items. 


viewed by John F. Forsyth, general 
manager, and one of the first ques- 
tions the applicant generally asks is 
“Where is this competition? If we 
had the merchandise, we could sell 
it by the carloads.” 

Then it is explained that Delaney’s 
have as much and maybe more mer- 
chandise than other similar concerns 
but that all such organizations have 
some. All of them have customers 
on a waiting list. 

It is the salesman’s job to deter- 
mine when a customer comes in 
whether he is a looker or a buyer and 





John F. Forsyth, general manager of 

Delaney Specialty Co., Mobile, Aila- 

bama, has developed a well-rounded 

program for his appliance salesmen. 

Here, he is shown with a new sales- 

man, going over the specifications of 
the new products, 


whether or not he has ordered similar 
merchandise from other stores in 
town. 

Orders for merchandise are ac- 
cepted when a nominal deposit is 
made and this deposit is returned 
when requested. Priority number of 
the buyer is a known fact and he can 
call up and get the current statistics 
on his standing in the line. When 
merchandise arrives, the customer is 
notified by card and given so many 
days to claim the merchandise after 
which it will be sold to the one next 
in line. 

The lines are much shorter than 
they were in January and more ap- 
pliances of all kinds are being de- 
livered. 

One new salesman who was ex- 
perienced in selling appliances before 
the war, questioned the statement by 
Mr. Forsyth that a great many pros- 
pects are “lookers.” The salesman 
said the crowd was composed wholly 
of buyers. 

Mr. Forsyth noticed that the sales- 
man was busy explaining the merits 
and advantages of one of their 
sample washing machines, an ex- 
ceptionally scarce item at the time. 

The prospect was a kind looking 
cld gentleman. Mr. Forsyth thought 
he detected a “looker’s” gleam in his 
eye. The salesman worked the deal 
up to where a checking of type of 
purchase, whether credit, cash, ac- 
ceptance of a deposit and writing up 
an order was next in line. 

The prospect demurred gently and 
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asked further questions. Finally the 
salesman got a chance to talk to Mr. 
Forsyth. Mr, Forsyth told the sales- 
man that he was wasting his time 
because in his opinion the man had 
no intentions of buying a washing ma- 
chine. The salesman took the op- 
posite view. 

“Go back then, if he is a buyer, 
and offer him immediate delivery on 
the machine, cash or approved credit, 
and see what he does,” Mr. For- 
syth told him. 

The prospect was a looker and 
did not buy the machine. He gave 
the time honored answer that “he 
was just looking around and was not 
fully ready to buy.” 

In convincing the sales force that 
part of the crowd of prospects were 
their old prewar friends called “‘look- 
ers,” it was held up to them that 
this was one of the most important 
reasons why thev needed to use pre- 
war courtesy and pre-war merchandise 
selling methods. ‘Ihe best prospect 
may be home reading the advertise- 
ments in the national magazines. A 
few buyers are in urgent need of 


Delaney’s present building. 


some kind of equipment. A lot of 
them, it was learned, only want to 
buy because they can’t get it, and 
when they can get it, they don’t 
want it. 

Delaney points out in their sales 


Delaney salesmen must know the answers, reports their sales manager. 
“Know Your Merchandise” is the principal theme of their sales meetings. 
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A new, larger building is under construction. 


meeting that they want their sales 
men to earn good salaries, and that 
it is much to the advantage of the, 
ccmpany that salesmen have larg: 
earnings. 

To get large earnings a salesma 
cannot spend too much time wit 
customers who are not turned int 
buyers. It is important, then, that 
lookers be separated from buyer: 
early — before too much time ha 
been wasted — but not so quicl 
that a real prospect will be neglected. 

What they have now, what thx 
jobs are now, and where they live nov 
are three determining factors that 
the job done in a hurry. 

A logical prospect will have a | 
either an owned or rented hom« 
which he has lived for some tim 
and he will have some applianc« 
He may have a range and want to | 
a refrigerator. 

One typical looker prospect fell | 
fore these questions. He was a s 
faring man and worked on a stea! 
ship line that made Mobile as a p 
of call. He was unmarried and li 
most of his time aboard ship. Some 
day, he expected to quit the sea, find 
some nice girl to marry, and sett 
down, and he was going to buy t 
“finest dam’ washing machine 
could find for this dream girl. O 
this prospect, the salesman agreed 
with the ‘‘wishful thinker” on 
angles, invited him not to only 
him pick out and sell him his wasli 
ing machine, but suggested that 1 
the sailor invited him to the wedding 
he would be glad to come and bring 
an electric toaster, then he moved 
rapidly to another customer. 

Mr. Foysyth sends out a question- 
naire to his sales force with these 

(Continued on page 72) 
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(ir Conditioning for Small Business 
Proves Good Line for Dealer 


\IR CONDITIONING at a price for 
small business, easily and efficiently 
engineered, has proved to be invalu- 
ible in keeping the ship afloat during 
the short merchandise period for the 

iin Street Appliance Company, 

Mo. 

Hutchins, owner, started 
year and a half ago, planning 
stment in a new appliance 
of about $5000. A year later 
$12,000 in the business with 
chandise almost unobtainable in 

ble quantities. 

Hero of the story is their air con- 

ling sales which carried the bus- 

nd made a profit while other 
Icpartments were being organized 
| while merchandise and appliance 
ere trying to get normalized 


commonly used systems werc 
wWailable—refrigerated systems, 
tive systems, and refrigerated 
olers. 

t of the selling success was 
nt engineering and _installa- 


_ From the beginning Mr. Hutchins 
decided that in figuring an air con- 
ditioning job that there would be no 

sswork. Such as “about three 
on” were eliminated. All technical 
terms were eliminated from the sales 
talk and the customer was not con- 
used by reference to latent heat, dry 
and wet bulb temperature, cross sec- 
tional velocity, static resistance or 
even humidity. 
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Instead Mr. Hutchins discussed 
merchandising and customer comfort 
with the air conditioning project. 
Next came cost. 

Mr. Hutchins explained that com- 
plete climination of guesswork and 
proper air conditioning installation, 
so that working capacity of the equip- 
ment was in full use, required a morc 
careful and more expensive installa- 
tion. For instance, he explained, 
ducts cost more when all bends are 
round-cornered or gradual. A square 


mbaiee 
p-\nnddo 
fecprtaiag 
msec 


W. O. Hutchins, (facing camera) 

owner of Main Street Appliance Co., 

Carthage, Mo., demonstrates a room 
cooler. 


bend was much cheaper but some- 
times cancelled out the cffect of the 
air conditioning. 

In an efficient installation, he cx- 
plained, where the equipment is pro- 
ducing according to its capacity, the 
yearly upkeep is much less and serves 
to pay for the additional cost of in- 
stallation. Some jobs, he pointed out 
to the customer, because of haphaz- 
ard installation require units that are 
as much as one hundred per cent 
oversize. 

One of the danger points in ai 
conditioning, according to the exp 
crience of Mr. Hutchins, is that the 
customer mav have a certain condi- 
tion in mind in the completed job 
and the air conditioning salesman 
may have an entirely different con- 
dition in his mind. ‘Thus during all 
the sales preliminaries customer and 
salesman are really talking about dif 
ferent things and don’t know it. - 

Consequently it was almost .impera- . 
tive that they have sample. jobs. where 
they could take their customer. Now 
customers are taken to visit some of 
their installations before the deal is 
closed. The customer picks out the 
kind of store atmosphere he wants. 

Disappointments arc climinated at 
this point and much general dissatis- 
faction with air conditioning is elim- 
inated. 

Most generally picked out as un- 
satisfactory is the air conditioning job 
that provides a temperature inside 
that is too low and gives the effect 











Commercial refrigeration is a logical line for the appliance dealer handling 
domestic refrigeration and air conditioning. 
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Although air conditioning and refrigeration are the principal lines of the 
Main Street Appliance Co., Carthage, Mo., they are not neglecting other 


opportunities. 
profitable division. 


of cold. Installations that provide a 
drop of ten degrees from the outside 
tempcrature give the most comfort. 

This makes figuring the job just 
as difficult or more so, since they are 
careful not to sell the customer a big- 
ger unit than he needs. 

In estimating the job, they take 
into consideration whether the build- 
ing is insulated or not, if not it re- 
quires more capacity. While they 
do not do insulating they sometimes 
recommend that it be done in ad- 
vance of an air conditioning job. 

Number of people in the store o1 
restaurant at the peak, at medium. 
and at low periods arc estimated, 
since this entrance of body heat has a 
direct bearing. 

Mr. Hutchins has found that not 
all owners of air conditioning equip 
ment are satisficd but that those who 
are not usually need corrections in 
the installation. 

Hardest nut to crack and what 
seemed to be the biggest market in 
the territory was the average restau 
rant in a leased building. 

Refrigeration systems were too high 
and most of them wanted equipment 
more easily moved. 

An cvaporative cooling system was 
sold to these firms which gave them 
a ten to twenty degree reduction in 
temperature at reasonable installation 
and upkeep cost. The equipment 
could be moved to new locations 
without much loss in the original 
cost. 

But these systems have to be ade- 
quately engineered to get good results 
since any ineffeciency in duct installa- 
tion had the immediate effect of in- 
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The phonograph record department shown here has been a 
Note the small items displayed on island fixtures. 


creasing the static pressure and re- 
ducing the cffective cooling capacity. 

Mr. Hutchins said they rebuilt an 
outstanding installation which had 
been figured to furnish 10,000 cubic 
fect of clean, cooled and washed air 
pcr minute and that their deductions 
showed that bends in the ducts re- 
duced it to 2,000 cubic feet per 
minute at the outlet. 

Prospects were not always confined 
to firms which had not used air con- 
ditioning. Mr. Hutchins contacted 
il] users as well as non-users. Some 
dissatisfied users were changed into 
satisfied users by corrections. 

It was found that usually the firm 
needing air conditioning the most, 
from the standpoint of — business 
volume and customer comfort, was 
the hardest to sell. 

In a certain town in the territory 
they had air conditioned two of the 
leading restaurants. Both systems 
had been particularly satisfactory. A 
new ‘firm bought an old restaurant 
and spent considerable money in re- 
modcling, rebuilding and refurnish 
ing. 

When Mr. Hutchins called to sell 
them air conditioning they said they 
had already spent so much money 
that they couldn’t afford to put in 
ir conditioning. 

Mr. Hutchins pointed out that twe 
of their leading competitors had air 
conditioning and enjoved a_ heavy 
volume in summer. 

The question was, as Mr. Hutchins 
put it to the customer, when the 
outside temperature is 90 to 100, are 
customers going to dine and drink 
hot coffee in a place which is decided- 


ly uncomfortable, or will they go 
where it is comfortable? 

He pointed out that air condition 
ing at this point, far from being ay 
expense, should be considered mor 
in the light of being a means to pr 
tect the money already invested in 
the project. He then invited the cu 
tomer to visit their installations and 
see for himself. Ile was asked to 
note the lack of odor and the com 
fortable effect. When this was don 
he bought. 

Mr. Hutchins has had long cx 
erience in merchandising and was fa 
ed with the problem of making 
penses and a profit when applian 
were almost impossible to obtain. 

By a cut and try method he 
stalled a line of paint. Paint did not 
develop the volume so it was take 
out. Cooking utensils, of all kin 
suffered a similar fate. 

He surveyed the local record sit 
tion. Radios and combinations \ 

a part of his legitimate line. T] 
were many stores selling records but 
most of them carried small st 
offering little variety and selection 

He decided that a large and « 
plete record department was needed 
Experience since has proved it t 
because one of the largest volume | 
ducers under trying condition 
been the record department. His 
success has caused other stor 
make plans to augment that dey 
ment but Mr. Hutchins has the h 
start and the record department 
remain as a permanent part of 
appliance business. 
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Promotion Policy for 
Searce Merchandise 


A MERCHANDISING policy for h 
ing the scanty electrical and ga 
pliance merchandise available — : 
the thousands of requests for ap} 
ances—was announced in early Tebr 
ary by Kirschman’s, New Orlean 
The policy embraces advertising 
pliances only when sufficiently 
stocks are on hand to fill all orde: 

Said the Kirschman’s ad announc 
ing the store’s appliance policy: “W<¢ 
are constantly receiving limited shi 
ments and individual samples of clec 
trical appliances. We display them 
as fast as they arrive and you may bu’ 
them while quantities last. 

“Where a sample only is available 
we'll tell vou approximately when 
more will be ready. So stop in often 
and keep informed. 

“Kirschman’s will not advertise 
small quantity goods. We think it 
unfair to encourage hundreds of cus 
tomers to want something of which 
only a few may be in stock.” 
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interest Gaining Rapidly 
In Electrical Exposition 


STRONG INYERESY and substantial 
support rapidly developed following 
imnouncement of the _ Electrical 
Engineering Exposition, to be held in 
New York, January 27-31, 1947, con- 

rrently with the Winter Conven- 
on of the American Institute of 
Electrical Engineers. The exposi- 

m, Ormginally projected in 1941, but 
postponed on account of war, is to be 
taged in the 71st Regiment Armory, 
it Park Avenue and 34th Street. 

Che exposition will assemble under 
me roof the newest devclopments 
in electrical equipment for the gen- 
ration, transmission, distribution, 
ind utilization of electricial energy. 
[t is designed to be of special bene- 


fit to engineers and operating men 
who are responsible for the design, 
construction, and operation of large 


trical installations, including 
cht and power company engineers, 
engineers associated with electrified 

id operations, operators of large 
uidustrial plants with major electriti- 
cition problems communications .as 
related to telephone and_ telegraph 
lines, consulting engincers and ex- 
ecutives interested in the construction 
id management of electrical proper- 


(he field is recognized as being 
of great importance and includes a 
long list of major units, transmission 
equipment, controls, safeguards and 
accessories, for which no special dis- 
play setting and commerical meeting 
g:ound is provided. Large scale pro- 
blems of electrification are multiply- 
ing and the need for betterment in 
existing inétallations is growing rapid- 

coupled with demands for both 
expansion and improved efficiencies. 

On the side of the exhibitors, there 

€ many innovations of specific in- 
terest in the field of exposition which 
lave never seen the light of day. A 
great deal of redesigned and newely de- 
gned equipment will be available 
tor display. In numerous instances 
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economic pressure and the inventive 
inind have conspired to introduce re- 
volutionary ideas which merit close 
scrutiny. The timing of the exposi 
tion to coincide with the A. I. E. E. 
Convention is appropriate for the 
season that similar events in other 
fields are frequently held coincident 
with gatherings of the major pro- 
fessional societies. 


Multiple Functions 
For New Appliances 


NEW HOUSEHOLD devices now on 
the market or about ready for dis- 


tiibution indicate a trend toward 
combining usefulness, attractiveness, 
and multiple functions to save space 
and time, according to an article 
in a recent issue of Domestic Com- 
merce, a publication of the Depart- 
ment of Commerce. 

Among electrical developments 
are a combination clothes and dish- 
washer; two-iron-in-one with finger- 
tip switch for instant change to dry 
or steam heat, a “cordless” electric 
iron; a toaster-cooker with many uses 
— making toast, brewing coffee, and 
boiling or frying on top plate; a com- 
bination heater and fan — the change 
from heater to fan being made in 
29 seconds by simply removing the 
heater housing; an electric range with 
full oven capacity for cramped quar- 
ters; a portable clothes washer de- 
signed for use in apartments, trailers, 
or on vacation trips; a proposed re- 
frigerator employing hot water as 
the refrigerant; a midget radio receiv- 
cr weighing 10 ounces, including bat- 


MONITOR RESEARCH CENTER—Monitor Equipment Corporation recently 
announced the opening of Monitor House as a research center for testing 


and developing new and improved household appliances. 


A million dollar 


Italian Renaissance palace on a hilltop overlooking the Hudson River, 
Monitor House has the quiet and seclusion of a country estate, yet is less 


than 3 minutes from downtown New York. 


In its kitchens, laundries, living 


quarters, and gardens are found suitable proving grounds for every type 
of household equipment, together with ample office and laboratory space 
for the staff. 
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teries, which can be carried in the 
coat pocket or purse; and an elec- 
tronic devise which will open and 
shut windows thermostatically (not 
yet in production). 

Another electricial appliance being 
offered is a coffee percolator that mak- 
es coffee to suit the taste, strong 
or weak, simply by turning the in- 
dicator. . 

A mercury dry cell for batteries 
has been developed which is wel- 
comed for use in hearing aids because 
of its reduced weight. The mercury 
dry cell also will be wisely used in 
flashlights. ‘The added lite and ca- 
pacity will serve many purposes. 


Simpson Director of 
Dealer Association 


Tut Nationa Electrical Retailers 
Association has appointed Clifford C. 
Simpson as managing director. Mr. 
Simpson comes to NERA with more 
than 20 years of experience in the 
field of organization management. 
His most recent organization assign- 
ment was as general manager of the 
National Association of Independent 
Tire Dealers. 

Recognizing the need for a strong 


organizational effort in the field ot 


clectrical retailing, Mr. Simpson 
will correlate all activities within 
NERA, initiate and carry forth such 
programs as will benefit the electric- 
al retailer. 

In accepting appointment as NE- 
RA managing director, Mr. Simpson 
said, “In accepting this large assign- 
ment, I am fully aware of the great 
responsibilities I am assuming. The 
electrical retailer is the ‘firing line’ 
salesman or customer contact man 
for one of America’s greatest industri- 
es. He is the man who has the 
direct contact with the all important 
customer for whom the whole in- 
dustry is working and struggling com- 
pany by company to gain his favor. 
Therefore, in working closely with the 
electrical retailer, I feel that NERA 
will be rendering a service to the 
whole electric industry. 

“NERA policies,” Mr. Simpson 
added, “will be aggresive and con- 
structive. We will strive to represent 
the best interest of the electricial re- 
tailer. We will defend him courage- 
ously and honestly. We will oppose 
any industry policy or legislation that 
would be harmful to his best interest. 
We will earnestly cooperate with any 
practical program to promote the in- 
teiest of the whole electrical industry. 
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C. C. Simpson 


We will work cooperatively with all 
good interest in the industry, in part- 
icular those established organizations 
rcpresenting the manufacturers, the 
wholesalers, the power companies and 
the various segments of localized 
gioups.” 

Mr. Simpson will temporarily main- 
tain his offices in Washington, D. C. 
at 1304 Eye Street, N. W., to en- 
able NERA to be close to the Wash- 
ington scene. The NERA Chicago 
office in Suite 1471 of the Merchan- 
dise Mart Building will also be main- 
tained. Later the Chicago office will 
enlarge and Mr. Simpson will then 
move his operations there. NERA 
requests that all correspondence be 
directed to the above Washington 
address. 


Meeting Planned to 
Spur Rural Program 


A NEW AND extensive program to 
spur rural electrification through joint 
efforts of agricultural societies, power 
companies, farm equipment manufac- 
turers, farm organizations and educa- 
tional groups will be initiated this fall 
at the first National Farm Electrifica- 
tion Conference, to be held in Chica- 
go, on November 7 and 8. Plans for 
the Conference were drawn up at a 
sponsors’ meeting held in New York, 
July 18, at the Headquarters of the 
National Electricial Manufacturers 
Association. 

The Conference, first of its kind to 
be held on a nationwide basis, is ex- 
pected to attract hundreds of in- 
dividuals and groups interested in 
raising farm living standards, and re- 
ducing farm production costs by in- 
creasing the profitable uses of elec- 
tricity on farms. Research into new 
farm uses of electricity, cooperative 





activities designed to improve farm 
applications of electric service, and 
education programs to teach the farm- 
er the advantages of newly developed 
methods will all be employed in the 
national program, it was said. The 
program will be further developed at 
the meeting in November. 

The Conference will be sponsored 
by a number of organizations, in- 
cluding the American Society of Agri- 
cultural Engineers, Agricultural E:dit- 
ors Association, National Grange, 
National Electrical Manufacturers 
Association, Edison Electric Institute, 
National Association of Domestic and 
Farm Pumping Equipment and Al 
lied Manufacturers, and the National 
Xetail Farm Equipment Association 
Participants in the meeting will in- 
clude the Agricultural Research Ad 
ministration, U. S. Department of 
Agriculture, and the U. S. Office of 
Education. 

Invitations for the co-sponsorship 
have been extended to the Rura 
Flectrification Administration, Agri 
cultural Extension Service and_ th« 
American Farm Bureau Federation 


Exchange Committee 
Chairmen Are Named 


W. E. Woop, president of th 
Southeastern Electric Exchange, has 
announced the following Section and 
Committee appointments for the « 
suing year: 

Accounting Section—H. Atwo 
Hitch, assistant comptroller, Virgin 
Electric and Power Company, Rich- 
mond, Va. Commerical Section 
F. Crist, vice-president, South Cai 
lina Power Company, Charleston, 5 
C. Employees’ Activity Committ 
J. Shirley Gracy, director of pers 
nel, Florida Power Corporation, St 
Petersburg, Fla. Engineering and 
Operation Section—H. B. Robinso 
operating vice-president, Caroll 
Power Company, Raleigh, N. C. 

The activities of the Engineering 
and Operation Section will be divid 
ed into two groups, one dealing with 
distribution and related matters, t 
other with production problems. 

The Distribution Committee 
include those matters pertaining 
the operation and maintenance ol 
distribution lines and systems, rural 
lines, minor sub-stations, utilization, 
metering, and appliance servicing 
The Production Committee will 
clude the operation and maintenance 
of generating plants, major sub-sta- 
tions, transmission, system inter-col- 
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nection and regulation, relays, and 
communication. 

W. L. Rush, Louisiana Power and 
Light, has been named chairman of 
the distribution subcommittee; Miles 
Cary, Virginia Electric and Power 
Co., will head the production group. 

Several sub-committees of the 
Commerical Section have been ap- 
pointed, and the following chairmen 
have been named by Mr. Crist: 

Advertising Committee—J. K. Flan- 
agan, advertising manager, Florida 
Power Corp., St. Petersburg. Agricul- 

Development Committee—L. L. 
Koontz, divisional rural supervisor, Ap- 
lachian Electric Power Co., Blue- 
field, W. Va. Industrial Power Com- 
mittee—W. Paul Lyman, system in- 
trial power engineer, Carolina 
and Light Co., Raleigh, N. 
C. Residential and Commercial Com- 
mittee—C. L. Osterberger, general 
les manager, Louisiana Power and 
Light Co., New Orleans. 


Weston to Occupy 
Large New Building 


IX ORDER TO cxpand engineering 
ind administration facilities, and at 
ame time release space required 

for manufacturing, the Weston Elec- 
Instrument Corporation is con- 

ing a large new engineering and 
dministration building on the plant 
inds at Newark, N. J. The three- 
tructure is to be T-shaped, of 

iced reinforced concrete, and 
have 78,620 square feet of floor 


\nnouncing the building, Caxton 
president of Weston said, 
re-location and enlargement of 
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our engineering facilities, contcmplat- 
cd for many years, is now necessary if 
we are to render the proper service to 
government and industry in the per- 
iod ahead where electrical and elec- 
tronic applications are destined to 
play an important role. This large 
project, undertaken in this unsettled 
period, is an indication of our faith 
in the future of Weston.” 


CPA Speeds Wiring 
Device Production 


THe Crvit1an Production Admin- 
istration has broadened its priority 
system to speed the production of 
certain electrical wiring devices — 
such as sockets, outlets, and switches 
— important to the housing program. 

Production of these devices, many 
of which are also needed by the 
Rural Electrification Administration 
tc help farmers to produce more food, 
is now running from 40 to 50 per 
cent below expected requirements, 
CPA said. 

By amending Schedule 1 Priorities 
Regulations 28, under which CC rat- 
ings are granted to break industrial 
bottlenecks, CPA will now grant rat- 
ing assistance to manufacturers of 
selected electrical wiring devices. 
Schedule 1 lists the items which have 
been declared by CPA to be in crit- 
ically short supply, the manufacturers 
of which are entitled to apply for 
rating assistance. 

At the same time CPA made 
public its estimates of the over-all 
requirements of the devices for the 
year 1946. These are: toggle switch- 
es, 51,000,000; convenience recept- 
acles (base plugs) 52,000,000; med- 








ENGINEERING AND ADMINISTRATION BUILDING—An architectural con- 
ception is shown of Weston’s new engineering and administration building 
on the plant grounds at Newark, N. J. The three-story structure is to be 
T-shaped, of brick-faced reinforced concrete, and will have 78,620 square 
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DATES AHEAD 


National 


Annual Convention, Illuminating Engineer- 
ing Society, and La Conference Internationale 
de Quebec, Chateau” Frontenac, Quebec, Can- 
ada, September 18-20, 1946. Convention Com- 
mittee Secretary: L. A. Van Duzer, 420 McGill 
Street, Montreal, P.Q., Canada. 

Nerthwestern Section, IAEI, Boise Hotel, 
Boise, Idaho, Sept. 23, 24, 25, 1946. W. L. 
Gaffney, Secretary, Room 402, City Hall, Ta- 
coma 2, Wash. 

Southwestern Section IAEI, Hotel Sacra- 
mento, Sacramenio, Calif. Sept. 30, Oct. 1 
and 2, 1946. H. L. Gerber, Secretary, Room 
205, City Hall, San Francisco, Calif. 

Eleventh Annual Conference of the Inter- 
national Association of Electrical Leagues, The 
Astor Hotel, New York City, N. Y., Oct. 2-4, 
1946. O. C. Small, Secretary, 155 East 44th 
St., New York, N. Y. 

National Electronics Conference, Inc. Edge- 
water Beach Hotel, Chicago 14, Illinois. Oc- 
tober 3, 4, 5, 1946. 

National Electrical Contractors Association. 
1946 Annual Meeting. Ritz Carlton Hotel, on 
the Boardwalk, Atlantic City, New Jersey. Con- 
vention, October 15, 16, 17, 1946. 

Western Section IAEI, Gibson Hotel, Cin- 
cinnati, Ohio. Oct. 21, 22, 23, 1946. F. H 
Moore, Secretary, 320 N. Meridian St., Indi- 
anapolis 9, Ind. 

Eastern Section IAEI, Mark Twain Hotel, 
Elmira, N. Y. Oct. 28, 29, 30, 1946. F. 
N. M. Squires, Secretary, 85 John St., New 
York 7, New York. 

National Electrical Manufacturers Associa- 
tion. Annual Meeting, Marlboro-Blenheim and 
Claridge Hotels, Atlantic City, N. J. Week 
of October 28, 1946. 

All-Industry Refrigeration and Air Condi- 
tioning Exposition, Cleveland Auditorium, 
Cleveland, Ohio. October 29-November 1, 1946. 

Electrical Engineering Expositon. 71st Reg- 
iment Armory, Park Avenue and 34th Street, 
New York, N. Y. January 27-31, 1947. 


Southern 


Engineering and Operation Section, South- 
eastern Electric Exchange, Henry Grady Hotel, 
Atlanta, Ga., Oct. 3 and 4, 1946. J. W. Talley, 
Executive Secretary, 303 Haas-Howell Bldg., 
Atlanta, Ga. 

Southern Section IAEI, George Vanderbilt 
Hotel, Asheville, N. Oct. 14, 15, 16, 
1946. A. M. Miller, Secretary, 910 West 
80th St., Richmond 24, Va. 

Accounting Section, Southeastern Electric 
Exchange, Fort Sumter Hotel, Charleston, S. 
C., Oct. 17-18, 1946. J. W. Talley, Executive 
Secretary, 303 Haas-Howell Bldg., Atlanta, Ga. 

General Sales Conference, Southeastern Elec- 
tric Exchange, Atlanta Biltmore Hotel, Atlanta, 
Ga., Nov. 6-8, 1946. J. W. Talley, Executive 
Secretary, 303 Haas-Howell Bldg., Atlanta, Ga. 








ium base sockets, 120,000,000; wall 
piates, 61,000,000; switch, outlet, and 
receptacle boxes, 130,000,000; and 
box connectors for metallic and non- 
metallic sheated cable, 194,000,000. 


To assure a steady and rapid flow 
of new production of certain scarce 
household appliances to the house- 
wife and, at the same time, to prevent 
the accumulation of excess inventor- 
ies of some scarce building materials 
at the producer level, the Civilian 
Production Administration has limit- 
ed manufacturers’ inventories on 18 
finished products. 

The products include such articles 
as furniture, domestic mechanical 
refrigerators, washing machines, elec- 
tric ranges and domestic sewing ma- 
chines and vacuum cleaners, as well 
as some scarce building materials and 
photographic equipment. 


27 











‘l'wo MATTERS Of extraordinary in- 
terest to business and industry have 
been on the tapis in Washington 
since the preceding issue of this 
column. ‘They are: the British loan 
and the revisions of the price con- 
trol act. 

The British loan is mentioned first 
because of its broad and far-reaching 
effects. Forces set in motion by that 
transaction will be exerting influences 
over American business for a genera- 
tion. 

While the loan is of major import- 
ance to business and industry, its prin- 
cipal value lies in the fact that it is 
a long step toward world peace. 

Peace, and the assurance that it will 
be lasting, create an atmosphere in 
which business thrives. Economic 
warfare not only stagnates trade but 
is the underlying cause of war. 

Loan Insures Larger Volume 
of World Trade 


Had the British loan failed, the 
world would have been divided into 
trading areas which would have had 
to battle ruthlessly one with the oth 
er for markets. Volume of trade un 
der such conditions would be only a 
fraction of what it could be were re- 
straints removed. 

The effect of the loan is to put 
world trade on a business basis. The 
Bretton Woods agreement could not 
have functioned until the British were 
in a position to cooperate. 

One member of Congress said the 
real title of the bill should have been 
“an act to promote world trade, to 
maintain high level employment in 
the United States, and to help ward 
off depression.” 

Businessmen who look ahead are 
greatly concerned with the mainten- 
ance of employment. They realize 
that foreign markets must be relied 
upon to absorb a portion of our in 
creased industrial capacity. 

Unless we can export materially 
more than ever before it will mean 
that private industry will be unable to 
provide enough employment, once 
present shortages are filled. 
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apitol Comment 


By Paul Wooton 


Business Press News Bureau 


An informal discussion of the news 
from the nation’s capitol—news that 
affects business and industry, directly 
or indirectly, 


After precedents set in the 30's it 
is clear that no large-scale unemploy- 
ment will be allowed to continue, 
Federal funds will be promptly forth- 
coming to meet any such situation. 
Private industry wants to avoid this. 
Even if another WPA were avoided, 
there would be regimentation in con 
nection with any federal funds ad- 
vanced to make work. That is one 
of the reasons why business is inter- 
ested in markets. 


Control Over Exports 
Well Administered 


No part of the postwar program 
has been handled better than con- 
trols over exports. Those controls 
will be affected in no way by the 
British loan 

There is an understanding that 
the British will not put additional 
pressure On scarce commodities in this 
market. Their largest initial purchas- 
es will be of foodstuffs which, for the 
most part, will be bought elsewhere. 
Food purchases in this country will be 
confined to certain items of which 
there is a surplus. Food for workers 
is more important than tools. Orders 
will be placed in the United States 
in due course for large amounts of 











“Pardon, Madam, may I suggest that 
electric churns are now available.” 


machinery and industrial equipment. 
It is realized that deliveries of such 
material will be long deferred but 
these orders will furnish a very wel- 
come addition to the backlog of vari 
ous industries. 

The British are in a better position 
than had been expected due to 
larger volume of exports than they 
anticipated. At the same time im 
ports were less than were estimated 
After food, the most immediate British 
needs are for coal mining, textile, and 
construction machinery, and for th 
equipment needed to modernize the: 
iron and steel industry. Cement can 
be secured cheaper in Belgium and 
Holland but there is great need f 
structural steel and lumber in tl 
British Isles. 


Business Confidenee Given 
a Big Boost 


The greatest benefits of the Brit 
ish loan are improved world mor: 
and increased business confidence. Its 
rejection would have meant not onl; 
regimented trade and exchange but 
would have made it impossible for the 
United States to exercise leadership 
in world affairs. 

Much of the debate on the loan 
was demagogic and unduly protracted 
particularly since an agreement al 
ready had been made. There are times 
when someone must be given author 
ity to speak for the United States 
There would have been more justi 
fication for the dabate had it taken 
place before the negotiations 
undertaken. 

Russia’s attitude on internationa 
matters will make it difficult for tha 
country to secure an American | 
Such a loan would be greatly in 
interest of Russia, as well as in the 
interest of the United States. With 
out additional credits in this countn 
Russian reconstruction and rehabilita 
tion will be long drawn out. An im 
provement in the standard of living 
of the Russian people will be n 
lessly delayed. The chances are that 
any loan for Russia will be thro 
the Export-Import bank but Congre 
will have to supply additional fund 
for that purpose. It is safe to say 
no loan will be granted Russia unt 
that country is as frank as were th 
British as to the exact manner in 
which the money will be used. 


OPA Advocates Overplayed 
Hands 


Enough price control authority has 
been preserved in the compromise 
measure to provide a material amount 
of cushioning for the transition period 
Even Senator Taft said it is too early 
to take off all controls. 

(Continued on page 76) 
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HOMES THAT STAY UP-T0-DATE...START WITH 
ya G-E WIRING MATERIALS 


In spite of housing shortages, your customers still look for /asting value 
when they buy homes. You can help them to achieve this value by providing 
electric systems that are suited to present and future needs, 


You add life... you add value... you add modernity to homes when you 
use G-E wires and cables. There’s another big benefit, too, because the name 
of General Electric means “quality” to the home buyer. It assures him of 
the good electrical service he wants. It makes him respect your judgment 
in the selection of products that will give him top value. And it brings 
him back when he is ready to buy again. Section W1-816, Appliance and 
Merchandise Department, General Electric Company, Bridgeport, Conn. 


BX* ARMORED CABLE 


This armored cable is extremely flexible for easy handling. 
It resists moisture, and is flame-retarding for extra safety. 
An added feature is the S-shaped paper wrap which is 
easy to remove and gives greater protection. It also in- 


BRAID X* 


This non-metallic sheathed cable is recommended for old 
and new buildings, and for wiring additions and replace- 
ments. BraidX can be fished without supports from outlet 
to outlet, or can be run on dry surfaces of woodwork, 
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Pvx* 


Thermoplastic insulation provides high dielectric and 
mechanical strength in this non-metallic sheathed cable. 
It is unusually resistant to oils, acids, alkalies, sunlight, 
and abrasion. PVX strips easily, and its light weight and 





SERVICE 
ENTRANCE CABLE 





This cable is used from the entrance cap to the meter 
equipment, and can be installed directly on the outside 
of buildings without conduit protection. Two-conductor 


THERMOPLASTIC BUILDING 
WIRE (TYPES T AND TW) 





G-E thermoplastic building wire is a small diameter, 
thermoplastic-insulated wire made of highest quality 
materials, and produced to meet rigid specifications. It 
can be used for all wiring requirements where permitted 
by local codes, and is suited for varying conditions. 


creases the dielectric strength of the cable. Available 
in all standard sizes, in 2, 3, and 4 conductors, Also in 
2- and 3-conductor leaded cable, and bare armored 
ground wire. 





plaster, cement, or brick. BraidX cable is resistant to 
moisture, flame, and mechanical injury. It is especially 
suitable for rural electrification. Available in sizes 14 to 
4, in 2, 3, and 4 conductors, with or without ground wire. 


positive conductor identification facilitate speedy instal- 

lation. The Type T conductors are approved by Under- 

writers’ Laboratories, Inc., for 60 C operation. 
Available in sizes 14 to 4, with 2 or 3 conductors. 


round, and three-conductor oval service entrance or serv- 
ice drop cable is available in standard sizes, with or 
without galvanized flat steel armor. 


It resists flame, oils, acids, alkalies, and other chemicals 
and solvents, and is virtually unaffected by sunlight, 
moisture, and weathering. 

All wire and cable listed here is approved by Under- 
writers’ Laboratories, Inc. 

*Trade-mark Reg. U.S. Pat. Off. 


GENERAL @ ELECTRIC 
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APPLIANCE MERCHANDISING 


Logieal Store Departmentalizing 


To PROMOTE increased appliance 
sales over a long range period, and in 
order to sell two appliances instead 
of one wherever possible, D. H. Hol- 
mes Co., New Orleans, La., depart- 
ment store, is sectionalizing its elec- 
tric appliance departments. 

There will be one department for 
kitchen appliances, arranged and set 
in operation as a model kitchen where 
Mrs. Customer may see her new ap 
pliance in operation as it will work in 
her own home. In the plan stage, 
but possibly to be installed as well, 
is a similar model laundry. 

Minor appliances and “gadgets’’ 
will be sold together with such house 
wares as pots and pans—with which 
they merchandise naturally—and_ the 
last appliance department, for radios, 
phonographs, records and pianos, will 
be on an entirely different floor, si- 
tuated with the home furnishings 
merchandise it ties-in with most na- 
turally. ' 

When Mrs. Customer goes into 
the appliance departments which are 
under construction, she will be likels 
to buy several appliance items besides 
the one for which she went to the 
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Working appliances will be grouped together at D. H. Holmes Co. Note 


modern model kitchen in background. 


Small appliances will be grouped 


with housewares. 


store in the first place. This is be- 
cause of the planning and layout of 
Holmes’ new appliance sections. 
These sections are designed for 
maximum customer convenience in 


Holmes’ radio and record section, on another floor from the working appli- 
ance section, will have a “store front” of its own, setting it off from other de- 
partments near it. The “front” will be compartmented for display purposes. 


shopping and, in addition, for max 
imum sellability. The reason for the 
division of appliance departments, a 
cording to Henry J. Aime, head of D 
H. Holmes Co.’s appliance section, 
is to keep related merchandise to 
gether. Refrigerators, ranges and 
washing machines, he points out, are 
bought for the same purpose Mrs 
Housewife buys pots and pans: 
run the home. 

Radios, phonographs, and phon 
graph records, on the other hand, a 
bought for pleasure and enjoyment 
Therefore, Holmes will combine the 
radio and record lines into a depart: 
ment unit with pianos to create 4 
complete musical section. 

In D. H. Holmes Co.’s third f 
working appliance department, ther 
will be a completely-integrated model 
kitchen unit, in which all appliances 
displayed will be shown in actual use 

This will allow the customers who 
enter the model kitchen for the pur 
pose of inspecting one applianc 
see—and, hopes Mr. Aime, t 
impressed by—the efficiency o! 
entire modern kitchen in action. 

She will see for herself, exactly how 
cach kitchen appliance sold at D. H 
Holmes Co. works, and its advantages 


be 
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Your scrap hel; 


She needs your scrap to make steel NOW 


THE present critical scrap, producers cannot furnish you the 

shortage of scrap is a serious threat to steel needed so urgently now. 
steel production. . If you want steel, you can 

America was literally picked bare of help yourself to get it by 
scrap during the war years. In recent doing your bit immediately 
months, industries which usually gener- to start more scrap into 
ate large quantities of scrap have been channels that serve the 
operating at low level or not at all. The the steel mills. 
result is that scrap inventories at the mills 
are little better than in 1942 when some 


open hearth furnaces were forced to shut y @) U NY G SS T '@) W N 


d : 
own for tack of sosap THE YOUNGSTOWN SHEET AND TUBE COMPANY 
Every user of steel has a direct stake GENERAL OFFICES - YOUNGSTOWN 1, OHIO 

in the scrap shortage. Without more Export Offices - 500 Fifth Avenue, New York City 


Manufacturers of 


[oy .0:0:10) Maru -U Od Game .0. 00mm 40) 8 O) Ga -¥ 8) 0 


Pipe and Tubular Products-Sheets-Plates-Conduit-Bars- 
Electrolytic Tin Plate-Coke Tin Plate-Rods-Wire-Cold 
Drawn Carbon Steel Rounds - Tie Plates and Spikes 
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and features, instead of having to 
rely upon the speil of a salesman for 
information. ‘This sort of selling 1s 
more likely to secure conviction, Mr. 
Aime reasons. 

When she sees other, related kit- 
chen appliances, the customer-prospect 
who came to see only a range is likely 
to be impressed with the others, a 
refrigerator, for example, Holmes 
hopes, by using the model kitchen 
set-up, to build more sales of com 
plete kitchen units, from refrigera- 
tor and range through kitchen cabi 
nets, rather than selling only the sin 
gle appliances for which the customer 
came in the first place. 

Altogether, Holmes’ model _kit- 
chen will have three refrigerator lines 
on display, plus both electric and gas 
ranges (in operation), and _ related, 
tie-in lines such as kitchen cabinets 

All sizes and varieties of these will 
be displayed as they might be in a 
real modern kitchen. The Holmes 
salesmen will take orders for the cabi- 
nets from the display stock, which will 
include every conceivable size and 
style. 

_ In order to save the store the nece; 
sity of carrying heavy inventories in 
its stock, as would be necessary if it 
were to stock every one of the large 
variety of cabinet sizes and _ styles 
which it will display, Mr. Aime plans 
to order from the New Orleans distri 
butor, from whom he can secure im 
mediate delivery, when a kitchen cabi 
net sale is made. He expects to bx 
able to deliver the cabinet to the cus 
tomer’s home, by ordering in this 
manner, just as quickly as he would 
have been able to deliver it if ever 
style were to be kept in the D. H 
Holmes Co.’s own inventory. . 

The smaller, minor appliances will 
be stocked with related housewares. 
in a department next to the model kit 
chen on Holmes’ third floor. Henry 
Aime reasons that such items as elec- 
tric irons, mixers, waffle irons, and 
other minor appliance merchandise 
much more naturally with pots, pans 
and small kitchen items than they d« 
with refrigerators and ranges. He be- 
lieves that stocking them with th. 
housewares will help to increase sales 
for both the houseware lines and th: 
minor appliances through suggestion 
selling and association of customers’ 
ideas. 

Not yet definitely decided upon is 
a D. H. Holmes model laundry which. 
if installed on the Holmes third floor. 
will be operated much like the model 
kitchen. The washing machines, iron- 
ers, and other laundry lines stocked 
in it will all be in operation, and the 
entire set-up will be designed—like 
the model modern kitchen—to fur- 
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ther sales of two or three appliances 
rather than a single appliance. 

The radio and record department 
will be located on Holmes’ fourth 
floor, and will include a stock of pia- 
nos. Near this new department are 
the furniture and other home furn- 
ishings departments—lines which tie- 
in with radios in the same manner 
that housewares merchandise does 
with working electric and gas appli 
ances. 

This new department will be set 
off, however, from the other home 
furnishings departments. It will be 
a completely-integrated unit, with its 
own “‘store front,” which will “open” 
onto the rest of the Holmes’ home 
furnishings floor. 

This “store front” will be one vast 
display case, compartmented for dis- 
playing radios and phonographs. There 
will be two “entrances,” one leading 
to the radio section, the other leading 
to the records division. 

The entire D. H. Holmes Co. ap- 
pliance set-up of separate departments 
and divisions is expected to be com- 








eo ~ 
Tie 
— eae eo 


TE 
J 


pleted in 1946—probably in time, says 
Henry Aime, to be in operation when 
appliances begin to come back in 
quantity—whenever that will be. 


Priority Renewal 
System Successful 


SEVERAL St. Louis appliance retail 
ers have found it possible to climi- 
nate all of the bad features of ‘‘pni- 
ority registrations” on future appliance 
delivery by placing this system on a 
“monthly renewal’ basis. 

Under this plan, names and ad 
dresses of customers who register for 
new refrigerators, ranges, etc., are no 
longer left to accumulate in the file 
indefinitely. Instead, they are advised 
by the dealer salesmen that to keep 
their priority “alive” and demonstrate 
real need for the appliance, the pros 
pect must come in on the first of 
each month and re-register until the 
appliance is eventually delivered. 

“The advantages of this system arc 


rmazing.” Paul Grieves, head of a 
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SIX FOOT HOME LAUNDRY—A complete home laundry in a space just 


six feet long! 


This arrangement is i 
ment where every inch of floor and wall space counts. 


deal for a small home or for an apart! 


If you are remode! 


ing your home and you don’t have the space to spare for a larger home 


laundry, it is usually easy to find a closet 
where the automatic laundry may be insta 


space or the end of a hallwa) 
lled, as pictured. The overhead 


dryer is supported by metal brackets and ample storage cabinets are provides 


for supplies, bleaches, soaps, hand-iron, ete. 
conveniently located on a side wall. 
be pulled out slightly when in use. 

and other tasks where a work coun 


A folding ironing board is 
The automatic ironing machine woulk 


Notice the open shelf for sorting laundry 
ter is required. 


(Drawing courtesy of 


Bendix Home Appliances, Inc.) 


ELECTRICAL SOUTH for AUGUST, 1946 





OUTSTANDING PROPERTIES OF 
FIBRON PLASTIC TAPES 


#3 
; Transparent 
Thicknesses 020” 


Widths 4 15’ to 3” 
Dielectric Strength (.012” tape) 1600 VPM "50 VPM 
Tensile Strength, Ib. per sq. in. 

(dumbell specimen tested) 1600 
Elongation 250% to 400% 
Brittleness Temperature —4ildeg.C. — 38 deg. C. 
Bonding Temperature 

(depending on method used) 130°-150°C. 
Specific Gravity 1.25 


. 
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135°-155°C. 
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FOR WEATHER-PROOF, ABRASION 
RESISTANT WRAPPINGS USE 


PLASTIC TAPE 


Unprotected wrappings of Fibron Plastic Tape have insulated 
the tap splices at the weatherhead illustrated since May 1945. 
Exposed to the severe seasonal changes and the corrosive at- 
mosphere of Northern New Jersey, these wrappings afe as 
sound as ever and have indefinite future life. 

Proved durability plus good dielectric and tensile strength 
demonstrate why black or transparent Fibron Tape offers out- 
standing advantages for wrapping overhead service connec- 
tions. Its unusual elasticity permits neat, tight wrappings. 
Instant heat sealing bonds the ends. 


FOR UNDERGROUND SERVICE: Having good resistance to 
moisture, grease, oils, corrosive fumes and abrasion, this tough 
yet flexible insulation is a “natural” for wrapping joints on 
secondary wiring. No compounds or other materials needed. 

For these and other problems where long-lived insulation is 
required, investigate Fibron Plastic Tape. 


Vanish and Gnsulator Company 


IRVINGTON 11, NEW JERSEY, U.S.A. 


33 





Maplewood appliance store, explained. 
First, it means that there is abso- 
lutely no deadwood in the priority 
file—and that we can depend on get- 
ting immediate response from every 
name on the list. If we simply kept 
up the file indefinitely, it would have 
no actual value, because customers 
will simply register with every dealer 
convenient to them, and buy from the 
first one who calls up. Our experi- 
ence has been that only the customer 
who really wants a new appliance 
badly will take the trouble to come 
down and sign up each month— 
which we take as a demonstration of 
good faith.” 

“Another virtue of this idea is that 
it keeps up a stream of traffic into 
the store; customers who can be sold 
radios, phonograph records, furniture, 
etc., while awaiting their appliances. 
We can trace a lot of our recent sales 
volume to the continued calls of re- 
registering appliance prospects. One 
customer, for example, came in three 
times, and eventually ordered a com- 
plete all-electric kitchen—business we 
certainly would not have gotten if he 
had made only one call.” 

Mr. Grieves cited an instance where 
the store made a delivery of an auto- 
matic washer to the second name 
listed | on ‘the old priority system. 
The family turned out to be unable 
to pay for it, and admitted that they 
had registered at no less than ten 
stores. “With the monthly system, 
nothing like this can happen,” he 
stated. 

There are still plenty of people 
coming in, hoping to get new appli- 
ances, according to the half-dozen 
dealers who have adopted this plan. 
To each, the dealer addresses a care- 
ful explanation that his registration is 
good for only 30 days, during which 
the store will make every effort to de- 
liver the article. If no delivery is 
made, the customer is told, he should 
remind himself to return to the store 
and register again. “Customers ap- 
preciate the businesslike efficiency of 
the idea,” it was summed up, “and 
we'save unnecessary wasted time, extra 
costs, while building goodwill, by 
dealing only with hot prospects ready 
to buy.” 


Small Goods Display 


Increases Traffic 


As A MEANS of building up a con- 
sistent volume of store visitors in an 
out-of-the-way downtown location, 
Brandt Electric Company, St. Louis, 
has set up a huge small electric goods 
department in the front of its newly 
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Small electrical parts display table of flexible arrangement. 


remodeled store at 904 Pine Street. 

Eight novel tables, done in cream 
and blue, were developed especially 
for retailing plugs, cords, switches, re- 
placement electrical items, bulbs, elec- 
trical hardware, etc. ‘hese tables, six 
feet by four feet in dimension, flank 
both sides of the main aisle leading 
from the doorway up to the central 
cashier’s station in the store, and 
show 700 items compactly grouped 
together for the housewife. Scarcely 
any store visitor can pass the row of 
handy table displays without finding 
something she needs in the home, ac- 
cording to the dealer, Arthur Brandt. 

Most novel feature of the tables, 
which were built to Brandt’s specifica- 
tions by the Adcraft Company, a dis- 
play fixture firm. formerly specializ- 
ing in window “props,” is the versa- 
tile system of partitions employed. As 
pictured, the table top is composed 
of lightweight partitions done in deep 
blue, which by means of slots and 
cross members, may be honeycombed 
into tiny individual partitions, or 
opened up into larger display sections. 

Even the entire top partition sec- 
tion may be removed to leave a flat 
top table surface. Or, for extremely 


small items such as screws, hooks, eye- 
lets, etc., there are 8x8 inch trays di- 
vided into 2x2 inch partitions which 
can be substituted for the larger, 
deeper sections produced by the origi- 
nal strips. Actually, anything of any 
size up to an electric iron can be ac- 
comodated in a fixture space which 
exactly fits the merchandise, accord- 
ing to Mr. Brandt. . Six tables at pres- 
ent are devoted to small items, and 
the remaining two to larger electrical 
goods such as transformers, cup warm- 
ers, grilles, etc. 

The entire interior of the box like 
tables can be used for stock purposes, 
making it simple to take inventory of 
the partitions each morning and to 
refill them from the stock below. One 
employee in the Brandt store has re. 
sponsibility for this. 

Prices of each of the hundreds of 
items concerned are shown either by 
means of tiny tags attached, or by 
price cards which snap over the parti- 
tion strips with a cellophane cover 
for inserts. Entirely self-service in 
this way, the row of tables make elec- 
trical shopping easy for the house- 
wife, as well as bringing her among 
major appliance displays. 
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Walker Drawn Front Meter Cabinets 
are preferred for a combination of ap- 
Pearance and service...either in sheet 
steel or aluminum finished with baked 
grey enamel, they are rust proof, tam- 
perproof, and weatherproof. Specify 
Walker metering equipment. 
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MANUFACTURERS OF SWITCHBOARDS » PANEL BOARDS « SERVICE EQUIPMENT + METAL ENCLOSURES 
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ADEQUATE WIRING PROMOTION 


Texas Sales-Minded Contractors 
Feature Guaranteed Wiring 


A SALES PROMOTION program for 
electrical contractors, conceived in the 
offices of the Southeast Texas Chap- 
ter, National Electrical Contractors 
Association, is so simple in operation 
and so effective in results that de- 
tails have been requested by the na- 
tional office of NEGA for possible 
recommendation to other chapters. 

This plan makes use of a policy fol- 
lowed generally by contractors, wheth- 
er carrying out an architect’s specifica- 
tions or making a trip across town to 
replace a defective wall switch. 

But contractors have never adver- 
tised the service they guarantee, have 
never made capital of the fact that 
their work carries a guarantee compar- 
able to that of a manufacturer, and 
have been so modest about the char- 
acter of their service that this service 
had no significant publicity. 

In the Houston offices of the 
Southeast Texas Chapter, Charles 
Scholibo, manager, and W. S. Rich- 
ard, assistant manager, decided it was 
time to take the contractor’s light 
from under the bushel basket. They 
did that by simply converting what 
the contractor has looked upon as 
commonplace features of his activi- 
ties into tangible publicity factors. 
They did it by putting the contrac- 
tor’s modest, unpublicized, standard 
guarantee in black and white so pco- 
ple will recognize it for what it is. 

Scholibo and Richard set to work 
on the theory that sales promotion is, 
or should be, one of the most import- 
ant phases of the electrical contrac- 
tor’s business. 

“Unfortunately,” comments Rich- 
ard, “that is usually the weakest part 
of the contractor’s business, as we dis- 
covered over a long period of time 
when this office continually brought 
to the attention of members, the im- 
portance of being sales-minded.” 

The Houston chapter office made 
a careful study of the contractors’ 
business, seeking an idea that would 
bring to attention of the public the 
importance of the electrical contrac- 
tor and the service he renders. 

Richard relates that this study re- 


” 
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vealed a quite obvious fact—that the 
reliable contractor has for years had 
in force a policy ideally suited for 
adaptation to sales promotion. 

“We, therefore, arrive at the gua- 
rantee certificate,” says Richard, 
“which simply publicizes the very 
thing which is and has been routine 
to the contractor for many years.” 

Previous to launching the Guaran- 
tee Program, considerable thought and 
planning were given to its proper in- 
troduction. It was felt that the in- 
dustry itself must first be familiarized 
with its many values. However, there 
was no question that the ultimate suc- 
cess was in making the general public 
conscious of its availability. 

A step by step program was adopt- 
ed and followed in this manner: 

1. A copy of the proposed guaran- 
tee certificate was introduced to the 
architects, electrical engineers, and 
general contractors of the Houston 
area in their offices by personal con- 


tact. In every instance, the reaction 
and comments of these architects 
electrical engineers, and general con- 
tractors were most favorable. 

2. This was followed by 
reminding them of the availability of 
the certificate. 

3. Another mailing was madc of 
the contractor directory, upon which 
is printed the guarantee insignia. 

4. Two different sized posters (14 
by 22 inches and 22 by 28 inches) 


a Ictter 


were supplied each member of the 
chapter to be prominently displayed 
on every job. 

5. A bill-board program is to be 
inaugurated, following the lines of a 
simple direct reminder to the general 
public for insistance upon depend 
able electrical work. 

“The success of this program de- 
pends upon a constant remindcr of 
the certificate’s availability,” Mr. 
Richard continues. “Its value is far- 
reaching, as it is not only a sclling 
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Clarence McClure, left, and Jim McClure, right, both of McClure Electric 
Company, of Dallas, hold one of the job posters which directs attention to 
the guarantee features of the electrical jobs they complete. 
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DELUXE LOUVERED 
Model No. 3011 








SHIELDED UNIT 
Model No. 3004 


With new designs, new features, in a complete line of 
2-light and 4-light Luminaires ... MITCHELL blazes the trail 
for you to new standards of lighting service! More than a 
dozen vital advantages enable you to answer every commercial 
lighting need. They help you provide new lighting comfort 
and efficiency, new style and beauty, for every type of applica- 
tion. Backed by nation-wide MITCHELL acceptance . . . they 
give you today’s strongest selling line .. . turn more prospects 
into more sales. Asa result, you achieve undisputed leadership Li oo ag 
in your market ... you build a bigger, more successful light-> = Erm, 
ing department. 


Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
West Coast Factory and Sales Office: 1019 N. Madison Ave., Los Angeles 27, Cal. 





Get New Catalog No. 285 See Our Catalog in Sweet's ft MAKERS OF 
Illustrates and describes the For convenient reference, Mitchell ‘ 


Commercial and Industrial units Commercial and Industrial Fluorescent Lighting Equipment 
Store Window Lighting « Spotlights and Floodlights eDesk Lamps * : 
Portable Floor and Table Lamps e Bed Lamps e Ultraviolet 
and Infrared Health Lamps « Residential Lighting Specialties. 


complete line of Commercial 
Luminaires. Includes helpful are cataloged in Sweet's 1946 
lighting data and servicing Architectural and Mechanical 
information. Write for it now. industries Files. 





aid to the electrical contractor, but 
to every branch of this industry, 
right down to the user himself. In 
other words, this certificate is a con- 
tribution to the entire industry, which 
can be passed along if it’s for re-sale 
property, or from the maintenance 
engineer to the president of an in- 
dustrial plant. 

“It is the romancing of an every- 
day fact! The contractor adheres to 
a specified guarantee requested in the 
architect’s specifications, or goes a- 
cross town to replace a switch on one 
of his customer’s jobs, which has gone 
bad. He does this because it is not 
only good business, but it is a service 
which is expected. There is the se- 
cret of the whole guarantee program 
—while the contractor does all of 
these things to satisfy his customer, 
he has not taken advantage of the 
sales promotional possibilities. 

“No manufacturer overlooks the 
importance of the word ‘Guarantee;’ 
neither does the ordinary housewife. 
Then why shouldn’t the electrical con- 
tractor let the world know that he, 
every day, guarantees important ser- 
vice. 

“Since this program has been inau- 


gurated in this area, the national of- 
fice has requested complete infor- 
mation to present to all chapters 
throughout the nation. Several chap- 
ters in Texas have already expressed 
their intention of following the same 
pattern, together with Dallas, Fcrt 
Worth, Corpus Christi and San An- 
tonio, who already have their pro- 
grams under way.” 

Mr. Richard concludes that there is 
no question but that the guarantee 
program is of inestimable value to the 
contractor, especially since it is so 
easily put into operation. 

The only effort the program re- 
quires of the contractor is that he 
tack up the posters at the projects 
where he is doing the work and that 
he supply a guarantee certificate to 
the customer. 

The latter step is usually taken on 
completion of a job and especially 
in the case of owners of new homes, 
the guarantee is inexpensively framed 
and placed on the mantel. If the 
home is for resale, the same techni- 
que is used and real estate men ap- 
prove heartily, since the guarantee 
certificate gives them an additional 
talking point. 





How the Plan Works in Dallas.. 


IN DISCUSSING wIRING with the 
owner of a home nearing completion, 
Jim McClure, Dallas, Texas, contract- 
or, made this suggestion: 

“While we’re doing this job, you 
had better let me wire that kitchen 
for an electric range.” 

“No,” countered the customer, “I 
think we can get along without that. 
I doubt if we will ever be interested 
in using an electric range,” 

“But,” argued McClure, “you 
might change your mind some time 
or your wife might change it for you 
and it will be cheaper to do the 
whole job now than to tear in there 
and do it over later.” 

“No,’? said the customer, with an 
ajr of finality, ‘I don’t think I want 
to spend that extra money.” 

“But,” insisted McClure, “I am 
not adding cost to your wiring job 
by wiring that kitchen for a range. 
What I am actually doing is offering 
you a chance to make a $50 profit. 
I can do it now for $25. If I have 
to come back and do it over later, it 
will cost you $50 more.” 

This time the customer gave the 
matter more thoughttul considera- 
tion. He did not speak the “no” 
that had been his ready answer be- 
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fore. Eventually, after more sales 
effort by McClure, the customer cap- 
itulated and approved a wiring job 
that provided for an electric range. 


Later, the home owner was quite 
happy with his decision, and he 
thanked McClure for pressing this 
phase of the argument for adequate 
wiring. For, as it turned out, the 
home owner’s wife decided she want- 
ed an electric range. And from the 
home owner’s viewpoint, he actually 
made $50. 

“That’s the way we sell adequate 
wiring,’ Mr. McClure commented. 
“By taking the time to sell the cus- 
tomer on what he needs after we 
have decided what those needs are. 

“In my opinion, that’s all there 
is to selling adequate wiring — taking 
the time to explain. Selling is ex- 
plaining, and explaining is selling, be- 
cause the average residential customer 
has little conception of what his 
future needs may be. 

“We find that the biggest factor 
is time. If the electricial contracto 
will actually take the time necessary 
to do a job of selling, the rest is 
generally easy.’ 

McClure has been identitied here 
as a contractor, and he should be 
identified as president of the North 
Texas chapter of the National Elec- 
trical Contractors Association and as 
an enthusiast for adequate wiring. 
The familiar AW symbol is promin- 
ently displayed on his place of bus- 
iness and has been there for year: 

However, in selling adequate wiring, 
the McClure Electric Company has 
the constant service of an electricial 
engineer in the person of Clarence 

(Continued on page 72) 








The Adequate Wiring symbol of the National Adequate Wiring Bureau, 


“Adequate Wiring Serves and Saves,” 
The McClure Electric Company has been partic: 


above the McClure sign. 


is given special prominence just 


ularly successful in promoting adequate wiring installations. 
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Thus a line foreman answered his own question . . . 


*“*How durable is aluminum?”’ 


That same enduring quality is present in the Alcoa A.C.S.R. 
you’re considering for your new power line. The aluminum 
used in these conductors is even purer, however, than in that 
old kettle. This gives it the high electrical conductivity de- 
sired in a power line. 

Alcoa engineers will help you design that line to provide 
for future growth of electrical loads, while also holding first 
costs to an economical low. For this help, get in touch with 
the nearby Alcoa office. Or write ALUMINUM COMPANY OF 


AMERICA, 2164 Gulf Building, Pittsburgh 19, Pennsylvania. 


ALCOA A C:5°R 
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MODERN LIGHTING PRACTICE 


THREE CONTEMPORARY illuminants 
—incandescent, fluorescent, and cold 
cathode—are used together happily. to 
provide glare-free, uniform lighting 
for Mary’s “big little” restaurant in 
the heart of New Orleans’ wholesale 
district. 

Supplemented during the day by 
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Three Types of Lamps Used 
In Lighting Small Cafe 


By W. A. Feuillan, Jr.* 


natural illumination diffused through- 
out the?room by walls of glass brick, 
general illu- 


the principal source of 
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Above, the exterior of the 
cafe as it appears at night. 
The giass brick structure 
not only. serves to attract 
customers by its glow in 
the dark, but admits light 
during the day which 
blends with the artificial 
illumination provided by 
incandescent, fluorescent, 
and cold cathode. At right 
is an interior view. The 
principal source of illum- 
ination is three lines of 
cold cathode, two pink 
and one white, down the 
center of the ceiling. The 
lamps are shielded with 
corrugated | glass. Recessed 
incandescent fixtures pro- 
vide color corrected light 

for booths and counter. 
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mination is from a continuous “stream 
of light’”’ of corrugated glass, shield 
ing three lines of cold cathode, t 

pink and one daylight, leading from 
the front door to the kitchen and its 
displays of pasteries, desserts, etc 

The glass brick bar and the glass 
brick bases of the upholstered seats in 
the booths are illuminated by cold 
cathode to add to the color, and car 
nival atmosphere. 

Recessed fixtures (100 watts in 
candescent) provide color corrected 
light for the booths and bar, so food 
and drink will be seen in natural color 
yet guests will be flattered by the 

(Continued on page 48) 


*Mr. Feuillan is secretary of the 
Lighting Fixture & Electric Supply 
Co., Ine.. New Orleans, La., and 
Southern Region vice-president of the 
Illuminating Engineering Society. 
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@ You can provide any bathroom or kitchen with good lighting 
by using these interesting “Virden Value” fixtures—shown in . 


our current catalog. 


Smartly simple, with brilliant chromium plated steel holders, and 
enamel sprayed glass with crystal highlights of rich beauty. Easy 
to see that they’re strictly in good taste for any home. 


Just as easy to discover that they are strictly Virden Value—beating 
the world to the punch on the basis of dollar-and-cent economics. 


Virden jobbers can supply them promptly. 


Wembenr pomerican Home Lighting Vnstitute 


ELECTRICAL SOUTH for AUGUST, 1946 








CONTINUING the series of 
diagrams illustrating the applica- 
tion of National Electrical Code 
rules to the protection of motors 
and motor circuits, we present 


NATIONAL ELECTRICAL CODE 


several self-explanatory dia- 
grams from the copyrighted 
booklet of the Factory Mutual 
Fire Insurance Companies, en- 





Protection of Motor Circuits 


euits and Machines.” The book 
was written by C. F. Hedlund, 
electrical engineer, and A. L. 
Brown, chief engineer, both of 


titled “Protection of Electric Cir- the Factory Mutuals. 








Feeder 


Controller 
with motor run- 
ning protection. 


This may be a magnetic switch, 
motor starting switch with 
thermal fuse cutouts, thermal 
relays or thermal tripping de- 
vices, or circuit breaker. 
These must have a rating of at 
least 115% of the full load 
current rating of the motor. 


(4331). 


To fused switch 
or 
circuit breaker 





Motor 


Fused Switch or 


Circuit Breaker 


With this arrangement the device shown serves as 
both the branch circuit protective device and the 
disconnecting means required in sections 4341- 
4349 and 4401-4410. (See Fig. 84 also). This 
must be within sight of the controller or arranged 
to be locked in an cpen position. (4409). 


Motor running protective device shall protect the motor 
against current in excess of 125% of its rating except 
that in specially designed refrigerator motors the cur- 
rent may exceed 125% but shall not exceed 140%. (4322a). 
If the rating of the protective device required does not 
correspond to a standard size fuse, circuit breaker, 
thermal cutout or relay, or thermal trip motor switches, 
the next larger size or ratjng may be used but not ex- 
ceeding 150% of the full load current rating of the 
motor. (4324). 


FIG. 86-a 


REQUIREMENTS FOR SINGLE MOTOR 
Larger Than | Hp., Less Than 600 Volts 


This switch may serve as the disconnecting means when 
controller is not within sight of motor as required 


under Section 4386. Fe 
Remote Control Circuit es [ Push Buttor 





Controller 





Motor 











Station 


No additional protection is needed for control circuit, 

if - Branch circuit over current device is not more than 500% of 
carrying capacity of control circuit conductors. 

if - The controlled device and the point of control are both lo- 
cated on the same machine and the control circuit does not 
extend beyond the machine, or 

if - The opening of the control circuit would create @ hazard, as 
for example, the control circuit for fire pump motors. 

Overcurrent Devices, not of the time-lag type, must be provided 

to protect the remote control conductors if above exceptions do 

not apply, and must be rated or set at not more than 500% of the 

carrying capacity of the control conductors. (4372). 


FIG. 86-b 


Same Arrangement as Above Except Controller 
Has Remote Control Circuit 
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Chelsea Ventilating Coolers for 
Home, Office, Factory or Store! 


PLAN NOW iemand for mod- 
ide “tops” in 

idential con- 
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. TYPE IND STREAMLINED INDUSTRIAL FAN: 


&. TYPE ED STREAMLINED ATTIC FAN: 
4 rolled- : 
ate fercy under static 
pres iced blades of heavy 
steel “a awe, totally enclosed ball- 
‘bearing te Peaunee. Moving parts are rubber 
cushioned.” - _— 


INVESTIGATE THESE WIDELY-USED CHELSEA VENTILATING UNITS 
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Type P and MC Pedestal Fans: 
For shops, offices, stores, and 
factories. Rugged construc- 
tion with steel die-stamped 
blades. Motor and fan shaft 
bali bearings. All parts pro- 
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Type EU Package Attic Fan 


For cooling homes, 
churches, hotels, hospitals, 
schools, etc. New stream- 
lined venturi orifice delivers 
greater air volume. ASH 


Type PH Penthouse Roof 


Ventilator: For roof ventila- 
tion. Operates against static 
pressures using the IND type 
Industrial fan housed in steel 
penthouse with automatic 


Type AA Utility Fan: For cota 
storage, meat packer and 
freezer applications. Totally 
enclosed ball bearing motor 
with both front and rear 
ium plated bushings. L $000 CFM; type AA24~-4800 tected Availab! 
mium plat ushings. Larger ‘M; type 800 " ected against rust. Available ™ 
cane dual to eliminate twist- CFM. Fan speed—1100 rpm. Se ee in a wide range of sizes. sendy Soy eared 
ng of leaves. consumption motors. 


(i CHELSEA PRODUCTS 


“eee 1206 GROVE STREET, IRVINGTON, NEW JERSEY 
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Type LWL Automatic Louvers: 
For general ventilation in- 
stallations, Protects fan when 
not in use, Aluminum leaves 
pivoted in machined brass to 
reduce friction; tie rods cad- 
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CROUSE-HINDS (4. 


Bulletin 2592... 


»... Will be a big help on your RURAL ELECTRIFICATION jobs 


It contains approved service entrance drawings 

and actual photographs of rural installations, to- 

gether with listings of hundreds of types and sizes 

of Crouse-Hinds CONDULETS, GROUNDULETS, 

Lighting Fixtures, and Floodlights. By using this 

Type F Service sturdy cast-metal equipment you can put in safe, 
Entrance Cap ce long-lasting installations that build good will and Type FSC 

for Conduit enhance your reputation for quality workmanship. Pcwenme oy ahs & 


—..” Write for your copy of Bulletin 2592. 


Type VRB 
eee Weathertight 
Lighting 
cc Condulet 
Type FBA 


Type 
Type GCH ; 
Bas Fittin Givendubat Grounding Strap 
— A 


Type FS Weathertight 
Switch Condulet 


Type LB Service 
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y nwide 
: SOs tetsatertteteya) 

S Type GC Wounes Fane Type MDB Through Electrical 


Type CGY Service Type FEE Service Type GC Bushing Strap Clamp with Reflector Floodlight Wholesalers 


Entrance Connector Feuance ‘a 
tor Cable for Cable CROUSE-HINDS COMPANY BD 
Syracuse 1, N. Y., U.S.A. 


Oltices: Birmingham — Boston — Buffalo — — Chicago — Cincinnati — Cleveland — Dallas — Denver — Detroit — Houston — Kansas City — Los Angeles — Milwaukee — Minneapolis — New York 
Philadelphia — Pittsburgh — San Francisco — Seattle — St. Louis — Washington. Resident Sales Engineers: Albany — Atlanta — Charlotte — Indianapolis — New Orlecns 
CROUSE-HINDS COMPANY OF CANADA, LTD., Main Oifice and Plant: TORONTO, ONT. 


‘CONDULETS + TRAFFIC SIGNALS : AIRPORT LIGHTING - FLOODLIGHTS 
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DISTRIBUTION ENGINEERING 


Utility Experience 
With FM Radio 


By J. P. Woodward* and 
W. R. MeMillan* 


AN EXPANDED 2-way I'M emergency 
radio system was placed in service on 
February 26, 1945. Assigned call let- 
ters are KUEC. Fifty-two additional 
emergency service cars and_ trucks, 
which operate in the greater St. Louis 
area, were equipped with two-way 
radio. A 250-watt central station 
transmitter operated remotely from 
three dispatching centers controls the 
communication system. All transmit- 
ters and receivers operate on an as- 
signed center frequency of 39.66 
megacycles. 

The output of the 250 watt central 
transmitter is delivered into a 70 
ohm concentric transmission line of 
7/8” soft copper coaxial cable which 
in turn feeds a Y2-wave coaxial anten- 
na mounted atop a 200 ft. water tow- 
er. Location of the station is central 
with respect to the area served. This 
point is in the southwestern part of 
the city, which is 193 ft. above the 
zero City Directrix benchmark locat- 
ed on the Mississippi river wharf. This 
antenna location provides both an ex- 
cellent transmitting and receiving ar- 
rangement, so that additional pick-up 
receivers for talk-back from the mobile 
units are unnecessary. 

Mobile transmitters are rated 30 
watts output and deliver radio fre- 
quency energy to a 4-wave solid 
spring steel rod mounted on a double 
helical spring base. The central trans- 
mitter and mobile transmitter are cry- 
stal controlled and are designed to 
maintain center frequency to within 
plus or minus 0.01% of the F. C. C. 
assigned value. Transmitters are pro- 
vided with the Armstrong phase-type 
of modulation capable of an instantan- 
eous deviation of plus or minus 15 


* Mr. Woodward is distribution ser 
vice engineer and Mr. McMillan is 
system superintendent of distribution 
service, Union Electric Company of 
Missouri, St. Louis. This paper was 
presented first before the Transmis- 
sion and _ Distribution Committee 
Meeting of Edison Electric Institute, 
held in Cincinnati, in February, 1946. 
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kilocycles when modulated at any fre- 
quency from 500 to 3000 cycles. Im- 
proved signal-to-noise ratio in the re- 
ceivers is provided by planned pre- 
emphasis of high audio frequencies 
in the transmitters. 

The equipment is designed for sim- 
plicity in servicing and adjusting. Sta- 
ble work bench supports are provided 
and all parts are easily accessible for 
inspection and repairs. Every socket 
and control is identified, and multiple 
test jacks are provided for direct meter 
readings in the tuned circuits. Radio 
frequency transformers are of the sim- 
plified iron core permeability tuned 
type which give broad easy tuning and 
stay in alignment. High voltage sup- 
ply for the mobile transmitters and 
receivers consists of separate dyna- 
motors mounted on the individual 
chassis. 

Battery Equipment 

All radio cars and trucks had the 
standard batteries and generators re- 
moved and replaced with 40 ampere 
heavy duty generators and associated 
voltage regulators, and 170 ampere- 
hour heavy duty 6 volt batteries. Re- 
inforcement of the automotive electri- 
cal system was deemed necessary, 
since during trouble work at night 
the battery is heavily loaded with 
headlights, spotlights, warning lights, 
and heater in addition to the emer- 
gency radio equipment. 

Current consumption of the 2-way 
radio equipment is as follows: 

9 amperes for transmitter and re- 
ceiver (standby ) 

36 amperes for transmitter and re- 
ceiver (transmitting ) 

Generally satisfactory two-way com- 
munication is realized between the 
central station and mobile units for 
a distance of 25 to 30 miles. Car-to- 
car communication, for which there 
is only occasional use, however, is lim- 
ited to from about 2 to 20 miles 
and depends for its effective range 
upon the character of the intervening 
terrain. 


Prior to the installation of the new 
equipment the company had in ser- 
vice for three years a pilot system 
which consisted of two mobile units 
and a mobile set operated as a fixed 
station. The success of this small 
system in the speeding up of emet- 
gency work led to the installation of 
the expanded emergency communi- 
cation facilities now in service. 

The tabulation below gives the 
number of each type of vehicle equip- 
ped with emergency radio, the total 
being 55 (52 additional and 3 from 
the initial installation) : 


Type of Service No. of Cars 


ww 


Line trouble cars 
Line construction trucks 
Cable fault location car 
Trouble supervisor cars 
Construction supervisor cars 
Substation supervisor cars 
Substa. inspector-operator cars 
Radio maintenance car 

Total 


The location of the radio equip 
ment in the vehicles varies. In the 
coupes the majority of the installa- 
tions were made in the turtle shell 
rear compartment on the street side, 
and in several of the coupes the radios 
were installed behind the drivers seat. 
Radio installation in the one coach 
was in the rear trunk. Radios in the 
sedan deliveries were installed on the 
deck behind the seats with the excep 
tion of 4 new cars in which a special 
compartment was provided. In the 
Y2 ton panel body trucks the installa- 
tion is behind the seats on the deck 
In each of the heavy trucks we were 
fortunate in having compartments 
which were casily converted to house 
the radios. 

During the first 9 months of op- 
eration of the emergency radio system 
11,000 two-way messages were com 
pleted. This is an average of about 
1200 messages per month. The peak 
month thus far occurred in June, 
1945, during which 2000 messages 
were completed. Considerable line 
trouble in June due to wind, rain, 
and lightning storms accounted for 
the heavier traffic. There were in 
addition 1900 uncompleted messages 
for the 9 months period. These un- 
completed messages were due for the 
most part to the men being away 
from their cars when called. 

Test and maintenance of the radio 
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Lasalotor Bolte OS 


SINGLE AND DOUBLE UPSET TYPES 
HOT GALVANIZED 


*SINGLE UPSET TYPE 





DIMENSIONS—INCHES For Use 
ci | With Approx. 





Thread Insulator No. Shipping Wt. 


B Dia. (Not Included) _ | Lbs. 100 Pes. 








7 % 455 or 355 
8 % 455 or 355 
9 % 455 or 355 
0 % 455 or 355 
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*DOUBLE UPSET TYPE 








DIMENSIONS—INCHES | For Use 
With Approx. 
re | 8 | Cc | Thread | Insulator No. | Shipping Wt. 





Dio. | (Not Included) | tbs., 100 Pes. 





8 4 455 or 355 188 


| 
13 | 3% | 455 or 355 179 
5% | 


455 or 355 


a 
10 5% 455 or 355 204 


*All sizes listed are Rural Standards 
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Single Upset Type 
%’ H. L. 
Locknut 
1%” 5%” Dia. ¢ 


414” 
A 
Lg" 
Double Upset Type 


Other types and sizes of Single and Double Upset Bolts can 
be supplied on special order but are not carried in stock. 





system requires 8590 to 90% of the 
time of two men who hold Secouu 
Class Radiotelephone Operator Licen- 
ses. These two men are under the 
supervision of a Distribution Service 
Engincer. All cars are scheduled 
monthly for equipment tests includ- 
ing frequency measurement and align- 
ment check of the mobile transmitters 
and inspection of the equipment. Re- 
ceviers have thus far required little 
attention. Once every 6 to 8 months 
the receiver dynamotors are inspected 
and greased. 

Complete test and maintenance 
facilities have been provided at the 
central transmitter consisting of a 
transmitter room with work bench 
and test instruments and an adjoin- 
ing garage for work on the mobile 
units. The majority of the mainten- 
ance work is done here. We are at 
present doing some of this work at 
the locations where the radio equip- 
ped vehicles are garaged by using a 
portable frequency monitor. This is 
being done at several of the more re- 
motely located garages because of the 
difficulty of getting the cars to the 
central station. 


Operating Difficulties 


Equipment trouble during the first 
10 months of operation is tabulated 
below: 

55 microphone cable shields brok- 
en loose at Amphenol plug connector. 

26 on-off switches burned open in 
control head. 

18 control fuses blown due to poor 
contact in fuse holder. 

15 antenna cable “Jones” plug con- 
nector shields broken loose. 

14 flexible steel antenna rods brok- 
en. 

34 miscellaneous accessories defects. 

23 cases of defects in mobile trans- 
mitter and receiver chassis. 

35 tubes replaced in mobile trans- 
mitters. 

32 tubes replaced in mobile re- 
ccivers. 

12 tubes replaced in central trans- 
mitter and remote control units.— 

264 total. 

Our experience with heavy line 
construction truck radio installations, 
of which we have five, has been that 
there is a problem of keeping the bat- 
teries charged. This is true even 
though the trucks are equipped with 
heavy duty batteries and generators, 
since they in general accumulate such 
small daily mileage. The other main 
trouble with the truck installations 
has been with broken antenna rods 
because of the height at which the 
antennas were necessarily mounted so 
that they would be in the clear. On 
three trucks the antennas were mount- 
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ed on the cab roof, thus making the 
top of the antennas approximately 16 
ft. above the street; this height would 
not clear numerous obstructions such 
as heavy tree limbs, bridges, under- 
passes, ctc. so that broken antenna 
rods resulted. It became necessary 
to move the antennas to the side of 
the trucks in order to lower the over- 
all height by about 3 ft. The com- 
municatic.as with trucks averages 6 
messages per truck per month, so 
that their value is subject to careful 
appraisal. 

Difficulties encountered in the op- 
eration of the central transmitter have 
been attributed to the antenna. Dur- 
ing certain atmospheric conditions 
such as rain and electrical storms and 
some snow storms trouble has been 
experienced with the antenna switch- 
ing relay flashing over during trans- 
missions, and also a reduction in the 
central receiver sensitivity has occur- 
red causing at times as much as 50% 
to 75% reduction in talk-back range 
from the mobile units. This condi- 
tion exists at the worst possible time, 
since radio traffic is at its maximum 
during storm periods. The manufac- 
turer is working on this problem, and 
plans to install a different design of 
antenna which they believe will cor- 
rect this situation. 

Contrary to general belief FM ra- 
dio is not entirely free from interfer- 
ence. Although atmospheric static 
does not produce noise, diathermy 
machines operated by doctors and 
chiropractors for the rapeutical pur- 
poses do cause very objectionable 
noise if operated on or near the fre- 
quency of the FM system. We have 
located several interfering diathermy 
machines with the aid of the local F. 
C .C. Monitoring Officers and have 
adjusted the frequency of the ma- 
chines off of our frequency to elimi- 
nate the noise. One of these machines 
was located about %4 mile from the 
central station and for periods of 20 
to 30 minutes throughout the day 
the communication system was hope- 
lessly jammed. We are still bothcr- 
ed occasionally by one or more dia- 
thermy machines which we have yct 
to locate and correct. 

Another source of interference dur- 
ing certain atmospheric conditions 
has been from other special emergen- 
cy stations on the same frequency as 
our system. Very nearly every day 
during the spring of 1945 these oth- 
er stations were heard. At times the 
reception was 100%, whereas, at oth- 
er times the signal strengh was just 
sufficient to open the receiver squelch 
circuit and cause noise. On several 
occasions the signals were so good 
that test calls were made with these 


other stations. ‘lest calls were made 
with stations in Boston, Mass., Arl- 
ington, Va:, Miami, Fla., Corpus 
Christi, T’ex., and Houston, Tex. Al- 
though high frequency FM radio is 
normally limited to short distances, 
these are times during certain atmo- 
spheric conditions that the signals tra- 
vel thousands of miles. 

Consideration is being given at 
present to further increasing the num- 
ber of mobile units, both 1l-way and 
2-way, to the system. The majority 
of these units would be installed in 
heavy line construction trucks. How- 
ever, there are several questionable 
factors with regard to such installa- 
tions that will be carefully considered 
before a decision is made. One fac- 
tor is saturation of the system during 
heavy traffic periods; additional mo- 
bile units would aggravate this con- 
dition, and usage of the mobile units 
would be limited during heavy traffic 
periods. 

In conclusion it can be said that 
emergency radio usage by the com- 
pany is providing “on-the-spot” rapid 
communication service at the scene 
of emergencies, not only for major 
catastrophes, but for the many small 
emergency jobs that occur each day. 
Radio communication results in speed- 
ier restoration of electric service and 
safer operation of the electrical sys- 
tem. 


Three Types of Lamps 
Used in Lighting Job 


(Continued from page 40) 


pinkish glow which suffuses the in- 
terior. Fluorescent in surface boxes 
(with flashed opal glass bottoms) 
light up the sample displays of liquors 
from all over the world as well as the 
service glassware. 

Mary’s is proof that a good little 
restaurant can do a big business. Lo 
cated in the heart of the wholesale dis- 
trict in New Orleans, Mary’s custom- 
ers are her neighbors and folks from 
all over town, as well as from out of 
town. Good food pulls them in. 
And the spic and span appearance, 
the modern styling, the home-like 
vironment, all help, too. 

The day the front door was open- 
ed, the owners threw away the key, 
for Mary’s does business 24 hours a 
day, and serves customers from dawn 
to dark, from night to morning. And 
the coffee is delicious! The chef, 
Mons Christie, has a national reputa- 
tion and, in spite of scarcities, restric- 
tions, etc., sets a table to please the 
proverbial king. 7 

The designers of Mary’s were Wil- 
liam R. Burk, Associated Architect 
and Engineers, of New Orleans. 
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Lights added or shifted without rewiring 


P rad A stepladder is the only equip- 
‘ ment necessary to add new light- 


You Can Do It With BullDog Universal Trol-E-Duct 


You can have the right light in the right 
place—at any time and with little effort or 
expense. Miracle? Well, maybe just a small 
one. We call it Universal Trol-E-Duct. 


In a plant equipped with Universal Trol- 
E-Duct, you can have light at the precise 
point where it’s needed, because every inch 
of this continuous slotted duct is a potential 
electrical outlet. 


You can add new lights of any type or 
you can move old ones. You can put small 


portable tools to work without long exten- 
sion cords. And you can do both jobs with- 
out costly delays for rewiring. 


Universal Trol-E-Duct is easily installed 
with prefabricated, standardized sections. 
Runs of duct can be altered, or completely 
dismantled and re-installed with complete 
re-use of all material. 


For better production through better light- 
ing, call a BullDog field engineer, or write 
for detailed descriptive folders. 


BullDog also Manufactures Vacu-Break Safety Switches—SafToFuse Panelboords— 
Switchboards—Circuit Master Breakers—BUStribution DUCT for ‘‘plug-in” power— 
Industrial Trol-E-Duct for “moving” electrical loads. 


BULLDOG 


ELECTRICAL DISTRIBUTION 


BULLDOG ELECTRIC PRODUCTS COMPANY, BOX 177, R. PK. ANNEX, DETROIT 32, MICHIGAN 
In Canada: BullDog Electric Products, Ltd., Toronto. Field Engineering Offices in All Principal Cities 
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SYSTEMS 


ing fixtures with a BullDog 
Universal Trol-E-Duct system. 
Simply insert the weight-sup- 
porting clamps in the duct 
casing and tighten the lock nuts 
with your fingers. Then insert 
the twist-out plug in the duct 
casing and give it a quarter turn, 


& 


SECTIONS JOINED WITHOUT 
TOOLS. Installation time cut to 
a minimum... special couplings 
snap into locked position auto- 
matically, hold sections together 
securely. 


COMPLETELY ENCLOSED FOR 
SAFETY. Twistout plugs and trol- 
leys collect current from copper 
bus bars safely enclosed in Uni- 
versal Trol-E-Duct. 


> a ee 
BUSTRIBUTION DUCT FOR 
PLUG-IN POWER DIRECT TO 
MACHINE. Machines moved 
without down-time for the rest 
of the line. A variety of cir- 
cuit protective tap-off Bus Plugs 
for spotting and plugging in 
machines instantly, without 
rewiring. 


INDUSTRIAL TROL-E-DUCT 
MOVES THE POWER WITH 
THE TOOL OR LOAD. Produc- 
tion rates go up — operating 
costs go down with this flexible 
system. Moving trolleys traismit 
bower safely from duct bus bars 
to moving cranes, hoists and 
portable tools. 
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NEWS of the INDUSTRY 








LE.S. to Hold Annual 


Convention in Quebec 


Tue I. E. S. cores to Quebec Sep- 
tember 18-20 for its Victory Conven- 
tion, sharing with its Canadian mem- 
bership this annual event, which dur- 
iug the war years has been limited to 
technical conferences. One thousand 
delegates and guests are expected to 
attend the seven technical and gen- 
eral sessions which will be held in 
the Chateau Frontenac. Among the 
several social events, the President's 
reception and banquet will mark the 
completion of the Society’s 40th year 
during which the membership set a 
new high of 5000, in some 32 sections 
and chapters. 

The convention will include an 
address by President A. W. Wake- 
field, F. W. Wakefield Brass Co., 
Vermilion, Ohio, who will be suc- 
ceeded in office by G. K. Hardacre, 
Public Service Company of Northern 
Illinois, Chicago, beginning October 
Ist. 

Twenty-seven papers are schedul- 
ed for presentation in the six techni- 
cal sessions. ‘These are grouped in 
sessions under Residence Lighting, 
Quality of Lighting, Special Lighting 
Application, Interior Lighting, and 
Sources, Spectrum and Photometry. 
Of great general interest in the report 
which will be presented by E. D. Till- 
son, Commonwealth Edison Co., 
Chicago. The Progress Committee of 
which Mr. Tillson is chairman _pre- 
pares a review of the year’s achieve- 
ments in the field of illuminating 
engincering. 

Wide interest has been expressed 
in the convention papers which will 
discuss the Society’s new report of 
Lighting Performance Recommenda- 
tions for Portable Lamps and Installed 
Residence Luminaires. ‘The _ first 
three papers on the convention 
program will aid materially in giving 
the background for the report and 
the means for applying it. ‘These 
papers are as follows: 

Studies of Illumination and Bright- 
ness in Residential Interiors, by E. 
W. Commery, General Electric Co., 
Lamp Dept. 

Basis for the Selection of Values 
Used in the Lighting Performance. 
Recommendation for Portable and 
Installed Luminaires by D. L. Ripley, 
Markel Electric Products, Inc. 

The Preliminary Design Use of the 
Lighting Performance Recommenda- 
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tions for Portable and _ Installed 
Luminaires by R. G. Slauer, Syl- 
vania Electric Products, Inc. 


Eureka Williams Opens 
New Atlanta Office 


Tue Eurexa Williams Corporation 
has opened a new regional sales office 
in Atlanta, Ga., to facilitate contact 
with and expedite distribution of its 
products to distributors and dealers 
throughout the South, George H. 
Wilkens, eastern sales manager of the 
Eureka division, has announced. 

Located in the Candler Building, 
the new site includes offices for exe- 
cutive personnel as well as a demon- 
strating and showroom where Eureka 
products will be on permanent dis- 
play. 

The new office will be under the 
management of Samuel B. Peppers, 
recently appointed Southeastern re- 
gional sales manager of the Eureka 
division. Mr. Peppers, who joined 
the company in 1926 as a retail sales- 
man and later became district man- 
ager with headquarters in Knoxville, 
Tenn., servec. as supervisor of the re- 
ceiving-inspection department at the 
Detroit plant during the war period. 

Mr. Peppers is responsible for dis- 
tribution and sales of Eureka products 
in the following territories: Rich- 
mond, Va.; Charlotte, N. C.; Jackson- 
ville, Fla.; Knoxville, Chattanooga, 
and Nashville, Tenn.; Birmingham, 


Ala.; New Orleans, La.; and Atlanta, 
Georgia. 

Eureka has now attained pre-wai 
production levels and is turning out 
new complete home cleaning systems 
which consist of lightweight upright 
vacuum cleaners, tank-type units, a 
group of attachable cleaning tools, 
and a power-driven floor waxcr and 
polisher. 

In addition, and in line with a po 
licy to broaden production of hom: 
appliances, the company is making a 
newly perfected cordless electric iron 
Manufacture of a food waste disposer 
unit also is planned for fall. 


Hotpoint School to 
Reach More Dealers 


Wir THE cLosinc of the first se 
sion of a new “streamlined” product 
service institute originated by Edison 
General Electric (Hotpoint) Appli 
ance Company, 25 service manager 
of distributors have returned to their 
respective headquarters to administer 
the program. Through a “one-man 
portable school,” an institute innova 
tion, thousands of dealers previousl 
inaccessible, will be reached. 

“Frequent necessity for holding 
large meetings which called for con 
siderable travel often deprived many 
servicemen of a chance to get the com 
plete training involved in modern 
home appliance care,” according to 





Hotpoint’s product service school for distributors. 
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Here’s what contractors are saying about 
G-E’s New Store Lighting Meetings! 


D “Most contractors are considered by their customers to be 
fx 4: “> authorities in electrical matters. These meetings are a good 
Ss way to catch up on the latest ideas in store lighting.” 

(C. M. BELTZHOOVER, CINCINNATI, OHIO) 


\— ae" T'm primarily a technical man... but it’s plain to me that 
f f i kK you don’t have to be a born salesman to use G-E’s method for 
“\S/ ~~ developing new business in commercial lighting.” 
(EMERY GEORGE, CINCINNATI, OHIO) 


=m) ‘25 years at this electrical game is likely to get any man in oat 
Pw" @ rut... but your course will do a lot to lift him out of it!” i, 
(C. F. DUVALL, HAMILTON, OHIO) A J j 
“I’m glad to learn how simply store lighting can be financed. 
That makes it easier to sell complete jobs, instead of piece- 
meal... and the customer can pay out of results.” 
(WM. SANGER, CONNEAUT, OHIO) 


“Your program convinced me that I can sell more store lighte 
ing if I talk results in terms of better merchandising instead 
of talking the ‘nuts and bolts’ of fixtures, lamps and wiring.” 

(R. A. PEMBER, ASHTABULA, OHIO) 


EVERYWHERE G-F’s new Store Lighting Meetings 
have been held, they’ve gone over big with contrac- 
tors. Why? Because these four fast-moving meetings 
bring you not only facts, figures and ideas that will 
help you locate and develop prospects—but all the 
booklets, sound-slide films, sales letters and other 
tools you'll need to se/] more commercial lighting. 


SO CALL YOUR G-E LAMP REPRESENTATIVE NOW, 
and arrange to participate in this valuable series of 
meetings when they are presented in your area. You'll 
find it’s the most complete, practical program of its 
kind ever offered. And it’s ready now to help you shoot 
for maximum profits from Sales Lighting for stores! 











Stay Crier 
Longer/ 
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D. C. Marble, manager, product serv- 
ice division. 

Chief aims of the institute are to 
coordinate appliance groupings for 
complete kitchens, aid dealers on 
methods for installation of appliance 
ensembles, and suggest how dealers 
can “blanket sub-contractors and oth- 
ers under one financing arrangement 
for consumers’ convenience.” 

Three two-week intensive study and 
clinical sessions, similar to the one 
just closed, will follow for product 
service managers. By late summer, 
Hotpoint’s 100 wholesale distributor 
offices will have product training 
crews in the field, Mr. Marble stated. 

The “portable school” is an_in- 
geniously-devised case and chart stand 
with which a “complete training 
school” may be carried by one man 
and set up for a class of one or 50. 
Materials, including 100 charts, black- 
board, and switches and control parts 
display, were designed for adaptabil- 
ity to all field conditions, R. H. 
Schneberger, the product service di- 
vision’s director of training, said. 

Chicago classes are conducted in a 
one-room “clinic” with six or more 
students grouped around each of four 
tables. Equipped with tools, students 
learn inner workings of each appliance 
by actual repair work. Parts are ar- 
ranged on movable panels so that all 
may see. Projector screen, blackboard, 
visualizers, working models, parts and 
charts complete general instructional 
set-up. 

The 13 present-day Hotpoint appli- 
ances, containing hundreds of parts, 
are only small part of the equipment 
shown trainees. Operating parts are 
still current for all models manufac- 
tured in the company’s 40-year history, 
a company official said, explaining 
that a “sequence of replacements was 
worked out to avoid countless repeti- 
tion.” 

“Use value” information on non- 
mechanical service requirements is 
also given trainees. Among other 
things, this includes proper utensils 
for cooking as well as information on 
other correct ways to use equipment. 
At this point in their training, stu- 
dents visit Hotpoint Institute, where 
they see how new appliances perform. 
Later they use the appliances them- 
selves—cooking meals, freezing foods, 
washing and ironing clothes. 

Informal evening clinical meetings 
on electric commercial cooking equip- 
ment were added to the curricula of 
the institute due to the unusual inter- 
est evidenced. 

Study materials for the product 
service institute are condensed onto 
100 large charts, serving as chief in- 
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structional aids in the four Hotpoint 
sales regions where two product spe- 
cialists assist distributors in training 
servicemen for dealers. 


Tuttle & Kift, Inc. 


Purchases New Plant 


TurrLe & Kirt, Inc., Chicago, 
manufacturers of electric heating 
units, switches, control and gas valves, 
has purchased the recently built, gov- 
etnment-operated hemp mill at Kirk- 
land, Illinois, from the War Assets 
Administration, according to an- 
neuncement by W. R. Tuttle, presi- 
dent and general manager. 


Expansion of manufacturing facil- . 


ities of the company has been made 


necessary by the sharp upturn in ciy-~ 


ilian orders following reconversion, 
and by the introduction of several 
new products for the electic heating 
field. The company specializes in 
surface heating units for electric rang- 
es, and also makes heating units for 
numerous domestic, commerical and 
industrial applications. 

The entire electric switch and gas 
valve manufacturing departments are 
being moved to the newly acquired 
Kirkland plant, which contains 28,- 
G00 square feet of floor space. Oper- 
ation of the plant began in mid-July. 
Mr. Tuttle predicts that the addi- 
tion of new manufacturing facilities 
will enable all departments, in both 
Chicago and Kirkland, to show mark- 
ed increases in production by early 
autumn. 


Appliance Parley of 
General Mills Closes 


Harry A. Butts, president of 
General Mills, reviewed his organiza- 











“Sometimes I get depressed but then 
I remember I did get one of the 
washers on sale that day.” 


tion’s activities July 12, at the Min- 
neapolis Club at a dinner meeting 
closing a three-day sales conference 
held by the General Mills Home Ap- 


pliance Department. Seventeen ap- 
pliance district managers from coast 
to coast attended the three-day par- 
ley, held prior to initiating distribu- 
tion of the new General Mills Tru- 
Heat iron, now in production. ‘The 
iron is the first in a new line of ap. 
pliances being introduced by General 
Mills. 

During the conclave, the managers 
visited the General Mills Mechanica! 
Plant at 1620 Central Ave., conferred 
with Arthur D. Hyde, president of 
the Mechanical Division; J. R. Logan, 
vice-president in charge of appliance 
production; and R. E. Imhoff, vice- 
president of appliance sales. While 
visiting the plant, they saw the iron 
in production for the first time. 
They were also given a “look into the 
future” on other appliances to follow, 
including the General Mills Pressure 
Quick Saucepan., They viewed 
sound-slide films demonstrating the 
Tru-Heat iron and the part Betty 
Crocker, its sponsor, will play in the 
appliance program. 


H. R. Stevenson Heads 
Industry Committee 


AT A RECENT meeting of the Indus- 
try Committee on Interior Wiring De- 
sign, H. R. Stevenson, of the Detroit 
Edison Company, was elected chair- 
man, taking the place of E. A. Brand, 
of the Buffalo Niagara Power Cor- 
poration. Mr. Stevenson was also 
named chairman of the Technical 
Subcommittee, which position had 
been filled heretofore by A. Carl 
Bredahl, of the Westinghouse Electric 
Corporation. 

Under the leadership of Messrs. 
Brand and Bredahl, the revised 
“Handbook on Residential Wiring 
Design,” and the newly developed 
“Farmstead Wiring Handbook,” 
have been brought to completion. 
‘Their resignations were prompted be- 
cause of additional company burdens 
placed upon them. 

A most encouraging report was 
made on the distribution of the 
“Handbook of Residential Wiring De 
sign.” Since its release in February, 
orders for about 185,000 copies have 
been reecived. Paper has been ordered 
for a third printing. 

The “Handbook of Farmstead Wit 
ing Design” is now ready for distribu- 
tion. This book promises to be as pop- 
ular as the residential handbook, in 
that orders totaling 50,000 copies have 
already been received. 
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PROGRESSIVELY WORSE 
_ Lead- Covered Cable to Remain morse _ it ie feared that the 


sult in curtailment of produc- 
in Short Supply 


tion by lead consuming indus- 
ministration “the lead situa- 


tries such as the battery, chemi- 
tion is becoming progressively tries.” 





cals and cable covering indus- 





i t of 
According to a recent repor 
the Civilian Production Ad- 
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hut Okonite has time- tried an 
@ee Sy 
| Op. 


Among today’s Okonite-introduced cable developments are, fortunately, a 











number that do the job of lead-covered cables as well as—and in some cases— 
better than those long scarce items. Here are several suggestions for remov- 
ing the handicaps of today’s shortages. Among them you may find more 
than one answer: Write for Bulletins to The Okonite Company, Passaic, N.J. 


FOR LOW VOLTAGES (0-5000 volts) .. FOR HIGHER VOLTAGES (To 38,000 volts)... 
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use OKOLITE-OKOPRENE* CABLES 


Okolite-insulated conductors are protected by 
a sheath of Okoprene, an Okonite-designed 
neoprene compound. No braids to rot or dis- 
integrate. Resist moisture, ozone, sunlight, oil, 
chemicals and flame. Flexible. Long-lived. 
Tough air-tight covering provides permanent 
seal. High surface resistance. Surface discharge 
eliminated. No lead wipes or potheads. No 
expert splicers needed. Recommended for ap- 
paratus leads, networks, power, light and sig- 
nal circuits. Millions of feet in service. Bulle- 
tin OK-2009-E. 

*U.S. Pat. No. 2,312,058 


FOR HIGH VOLTAGES (Up To 230,000 volts)... 
use 


OILOSTATIC TRANSMISSION SYSTEMS 


with oil-impregnated paper-insulated conduc- 

tors in welded steel pipe filled with oil under 

200 Ibs. pressure. Higher dielectric strength. 

Greater insulation stability. Increased current 

carrying capacity. Right of way costs 

radically reduced. Proved in past 14 
years. Over 20 separate circuits in 
operation. Improves property values 
by eliminating overhead lines. Saves 
space in generating stations. Bulletin 
OK-2019-A. 


use the same OKOLITE INSULATION 
WITHOUT A LEAD COVERING 


with Okoprene or other finishes for direct burial 
or in ducts. Also for submarine cables and 
dredge cables, and in other completely-immersed 
circuits. 20-year service record. Excellent mois- 
ture, heat and ozone resistance. Low specific in- 
ductive capacity and power factor. Eliminates 
electrolysis. Simplifies splicing and terminating. 
Reduces terminating costs, Bulletin OK-2007-D, 


FOR STREET AND AIRPORT LIGHTING, 
UNDERGROUND BUILDING ENTRANCES... 
use HAZARD ARMORTITE CABLE 


non-metallic underground cable with protective 
coverings of asphalted jute, leather-like armor 
tape, plastic sealing compound and rubber- 
faced tape. Not affected by moisture, acids or 
alkalies. Introduced in 1928, has served nearly 
two decades without insulation failure. Can be 
buried directly in ground. Mechanically strong. 
Requires no conduit. Bulletin 146, 









United Distributors 
Move to New Location 


Unitep Distrrisutors, Inc., New 
Orleans has moved to a new location. 

Starting with an 8,000 sq. ft. ware- 
house just 16 months ago as a speci- 
alty-selling organization, United Dis- 
tributors has made rapid strides. Ex- 
panded requirements necessitated a 
new, 3-story, 30,000 sq. ft. warehouse 
and sales office, one of the largest 
in the business section. The office 
and display rooms, remodeled and re- 
novated at a cost of $25,000.00, has a 
black glass front, and is ultra modern 
in every respect. 

To effectively sell and display the 
appliance, fixture and merchandise 
lines handled, the spacious show room 
has many novel features. An unusual 
streamlined 3-tier fixture display is 
built into the ceiling to show to best 
advantage, surface, semi-ceiling, and 
drop fixtures. A modern semi-circu- 
lar counter in the display room har- 
monizes with the specially designed 
display fixtures. 

The entire office and display is air- 
conditioned and one of the most effi- 
ciently lighted places in New Orleans. 
Continuous rows of two and four 
light fluorescent units effectively dem- 
onstrate to the dealer and his cus- 
tomer the proper use of various types 
of fluorescent lighting. Seventy-five 
footcandles of light are provided 
the display room, and fifty footcan- 
dles in the general office. The two 
private offices feature louvred bottom 
fluorescent units. 

The United Distributors, Inc., has 
been selected as executive distributors 
for many nationally known lines in 


> 


EMPLOYEES ENJOY PICNIC—Employees of Raybro Electric Supplies, 
Ine., wholesalers, Tampa, Florida, enjoy a picnic which was held ai the 
company’s lake property and which the entire organization attended. The 


employees participated in swimming, dancing, and games. 
were served throughout the entire afternoon and the party 


Refreshments 
was climaxed 


with a fried chicken dinner. 


the area that they cover of Louisiana, 
Mississippi, and southern Alabama. 
Recently, they have been appointed 
distributors for the household lines 
of Presteline appliances. They are 
also distributors for Majestic radios 
and records, Coroaire heaters, Pelco 
bottle coolers, and are doing one of 
the outstanding jobs in this section 
on kitchen modernization. 

O. G. H. Rasch is president of the 
company, J. L. Rosenblum, executive 
vice-president; and Al Levin, vice- 


New display room of United Distributors, Inc., of New Orleans. 


president and merchandising manager. 
Fight salesmen are employed to cover 
the territory. 


Television Sets Soon 
Available to Public 


GENERAL Evectric’s plans for pri 
duction of black-and-white television 
receivers and television transmitting 
equipment were announced in Syra 
cuse recently in a letter to the com 
pany’s distributors and to broadcast 
crs across the nation. 

G. E. expects to make the first tcl 
vision receiver available to the publi 
in August or September in areas whet 
stations are now operating or wi 
soon be on the air. This model wil 
use the ten-inch direct-view pictu 
tube. It will also incorporate the 
standard broadcast band. No pric 
was announced for tlre set, but it 
expected to be around three hundred 
dollars. 

Other sets for black-and-white pi 
ture reception will follow short! 
thereafter and will be of the projec 
tion as well as direct-view types. All 
these televisions sets will be made at 
the Bridgeport, Conn., plant. 

General Electric television transmit 
tcrs and related studio equipment ar¢ 
now being manufactured in the G. E. 
factory at Syracuse, N. Y. Present 
plans call for delivery of this equip- 
ment to broadcast customers early in 


1947. 
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MODERN 


FLUORESCENT 
KITCHEN FIXTURE 


by 


THE REPOSE—An attractive, practical 
bed lamp, richly designed and finished in 
flocked ‘‘Velvetone”’ choice of five colors. 


STANDARD CHANNELS—For indi- 
vidual use or continuous strip lighting. 
Made of heavy gauge steel, rust proofed. 


THE EXECUTIVE—Styled for appear- 
ance and utility. Bronze plated finish 
on metal casting creates beautiful lustre. 
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Another pace-setter! 





These features mean volume sales.. 
HANDSOME, DISTINCTIVE DESIGN, MAXIMUM LIGHT 


OUTPUTe 


PERMANENT FINISH, DEPENDABLE SERVICE 


. forthe MASTERCRAFT qualityline! 


All MASTERCRAFT products 
done in enamel feature an ex- 
clusive long-life finish . . . it 
cannot chip or crack—will not 
discolor or turn yellow—and its 
high reflection value provides 
maximum light output. 


The complete line—craftsmen 
made right down to the small- 
est bracket—is popular wher- 


ever lamps and fixtures are 
sold. 

All parts and accessories are 
made in the MASTERCRAFT 
plant, a policy which insures 
prompt filling of orders. That’s 
why you can depend on MAS- 
TERCRAFT—for quality and 
fast delivery! And that’s why 
—more and more—distributors 
are ordering MASTER- 
CRAFT! 


Write for prices and selling 


) olicy today; no obligation. 
astercraft ELECTRIC CO 


CEASTIMEN IM FLUORESCENT LIGHTII(G Cl er ee 


RRO 





181 BRUCE STREET, NEWARK 3, NEW JERSEY 





VEPCO Has Number of 
Operating Changes 


A NUMBER OF operating changes in 
the Virginia Electric and Power Co. 
have been announced by President 
Jack G. Holtzclaw. ‘The changes in- 
clude the addition of a Northern 
division in the layout of the Vepco 
system and a number of changes in 
personnel. 

Under the new set-up Howard L. 
Crumley, formerly vice-president in 
charge of the Western divison in 
Alexandria, is now chief engineer of 
the entire system with supervision 
over all engineering and construction 
work throughout the company, with 
headquarters in Richmond. 

John W. (“Pop”) Howard, former- 
ly manager of the Peninsula district 
at Newport News, is now vice-presi- 
dent in charge of the new Northern 
division which comprises two dis- 
tricts, the Potomac and the Rappa- 
hannock districts. His headquarters 
are at Alexandria. 

James M. Wilson, formerly man 
ager of the Alleghany district at Clit- 
ton Forge, has been elected vice-presi 
dent of the company and is now in 
charge of the revised Western divisi 
on, now comprising the Blue Ridge, 
Alleghany and South Side districts. 
His headquarters are at Charlottes 
ville. 

George E. Kidd, formerly manager 
of the Potomac district at Alexandria, 
is now acting district manager of the 
Richmond district with headquarters 
in Richmond. 

Ray C. Hopkins, former manager 
at Arlington, is now district manager 
of the Potomac district at Alexandria. 

O. V. Sessoms, former district 


engineer at Charlottesville, is now 
manager of the Alleghany District at 
Clifton Ferge. 

Bernard J. Dorsey, former local 
manager at Newport News, is now 
manager of the Peninsula district at 
Newport News. 

A. J. Young, former manager at 
Fredericksburg, is now manager of the 
new Rappahannock district, with 
headquarters at Fredericksburg. 

Richard M. Bush, recently return- 
ed from four years’ service in the 
Army with the rank of Lieutenant- 
Colonel, has been appointed super- 
intendent of the Blue Ridge district 
at Charlottesville. Mr. Bush is tem- 
porarily on leave of absence on gov- 
ernment service in the Panama Canal 
area. 

Walter E. Matthews, former dis- 
trict engineer at Fredericksburg, is 
now superintendent of the Alleghany 
district at Clifton Forge. 

George F. Duborg, former district 
manager at Williamsburg and recent- 
ly returned from service in the Navy 
with the rank of Lieutenant Com- 
mander, is now manager at Arlington. 

E. Wiley Fortune, former super- 
intendent of the Alleghany district 
at Clifton Forge, is now manager ot 
the Roanoke district at Roanoke 
Rapids, North Carolina. 


Distributors Awarded 
Presteline Franchise 


AS ANNOUNCED by A. Raysson, gen- 
eral sales manager, five additional 
distributors have been awarded the 
Presteline electric range franchise. 
These are as follows: Lee Distributing 
Company, Richmond, Virginia; 
Waugh & Robertson Distributing 


This is what the new $9,000,000 Foley Bros. department store will look like 


when construction is completed in Houston, Texas. 
tion will be included, the store announces. 


A large appliance sec- 
The finished structure will be 


what is deseribed as the last word in new design—completely windowless. 
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Company, Oklahoma City; Glenn 
Earl, Inc, Salt Lake City, Utah; 
Robert F. Clark Company, Denver, 
Colorado; and Nelson & Small, Inc., 
Portland, Maine. 


CPA Cuts Small-Job 


Conversion Allowance 


ANNOUNCEMENT has been made by 
CPA reducing the amount of its 
small-job allowance for conversion of 
residential buildings to stores or of 
fices from $1000 to $200 in order to 
safeguard existing supplies of hous- 
ing material. 

Trade fixtures such as_ booths, 
counters, show cases, etc., are now 
not considered as mechanical equip- 
ment and fixtures, which are under 
control of the housing regulation, ex- 
cept when they are constructered 
as an integral part of the building 
and cannot be removed without dam- 
age. If they are moveable, the con 
struction control order does not appl; 
to them. ‘The exception is granted 
because the order applies to construc 
tion on the site and these items arc 
generally manufactured off-site. 


Peaslee-Gaulbert Opens 
Showroom in Memphis 


THe PEasLEE-GAULBERT Corp., of 
Louisville, Ky., wholesale distributors 
of appliances, housewares, etc., ha: 
opened a floor coverings showroom 
and warehouse in Memphis, Tenn. 
said to be the finest of its kind in the 
South. 

Peaslee-Gaulbert Corp., established 
in Louisville in 1867, maintains show 
rooms and warehouses in Atlanta 
Jacksonville, Tampa, Miami, New O 
leans, Dallas, San Antonio, Houston 
and Oklahoma City. Roy H. Wei 
nedel, Memphis branch manager, say 
his firm, in establishing the Memphi 
branch indicates its faith in the im 
portance of Memphis as a distribut 
ing point to serve the appliance me! 
chants’ trade in Tennessee, Missis 
sippi, and Arkansas. 


G-E Holds Product 
Service Meetings 


A NatIONWIDE series of four new 
General Electric product service mec! 
ings was conducted recently for dis 
tributor service managers and other 
key service personnel, according to 
W. C. Noll, manager of the techni 
cal and educational section of the 
Company’s Product Service Division. 

Sessions given over to a comprc- 
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hensive breakdown of problems con- 
cerning the servicing cf all G-E ma- 
jor appliances took place in Atlanta, 
Bridgeport, Kansas City, and San 
Francisco. Total attendance at the 
schools topped 200 with every Gen- 
eral Electric major appliance distri- 
butor being represented. 

The material presented to these 
distributor service managers will en- 
able them to carry factory information 
direct to all dealer service groups 
throughout the country. 

Actual products, some of which 
were initial production line samples, 
were used in all the presentations. 
Included were General Electric’s 
brand new automatic dishwasher, 
home freezer, and line of storage 
cabinets. Also used in the presenta- 
tions were many charts, special cut- 
away mechanisms, and sample parts. 
As an aid to those in attendance spe- 
cial notebooks were distributed which 
gave topical outlines of each presen- 
tation and provided plenty of space 
for additional note taking. 


Westinghouse Obtains 
Armstrong FM Patents 


EXECUTION of a licensing agreement 
under which all frequency modulation 
patents held by Major Edwin H. 
Armstrong become available to West- 
inghouse for use in FM receivers, has 
been announced by Harold B. Donley, 
manager of the Home Radio Division. 

Under the agreement, effective at 
once, Armstrong patents will be incor- 
porated in the full Westinghouse FM 
line spearheaded by the sensational 
Symphonic 14, a stately 14-tube AM- 
FM-shortwave phonograph combina- 
tion just price-approved by OPA at 
$299.95. 

Other sets affected by the agree- 
ment are the Musicale, another 14- 
tube AM-FM-shortwave phonograph 
combination selling for $249.95; and 
the Century, a straight I'M _ receiver 


priced at $59.95. 


Gulow Enters Power 
Transformer Field 


u£ Gutow Corporation, 62 Wil- 

1 Street, New York City, manu- 
facturer of the Gulow Vari-Former, a 
new type of voltage regulator, have 
announced that they are now manu- 
facturing a complete line of power 
transformers, 

Both single phase and three phase 
power transformers are being manu- 
factured. The single phase units are 
of both the isolation and auto trans- 
former type. Capacities range in 
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“‘Meet the 


“What does he guard?” asks the lady. 


“The color of your toast, Madam,” 

I replied. 

“But doesn’t any toaster do that?” 

she questioned. 

“No. Proctor toasters are different,” 
I explained. “It’s the only toaster that automatically changes 
the toasting time—to get the same color toast from moist 
bread or dry—even though the moist bread may take three 
times as long to toast.” 
““How’s that?” she said. 
“Because the color guard thermostat stands up next to the 
bread, and when it gets to just the right heat for the color you 
want, pops it up. Since the color guard only works on the tem- 
perature of the toast you can even put cold toast back in and 
pop it up at fresh toast temperature without burning.” 
“My, my,” says she, “Where's the ‘Color Guard’ been 
all my life?” 


“. 
aa | 
=o . 
£ 


NEWSHIAKERe IN APPLIANCE MERCHANDISING 


PROCTOR ELECTRIC COMPANY, PHILADELPHIA 40, PENNSYLVANIA 
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the standard voltage from .050 KVA 
up to 5 KVA and the auto trans- 
former from .250 KVA to 50 KVA. 
These are for 60 cycles continuous duty 
with 55 degrees C maximum rise. 
The three phase power transformer 
are for all standard voltages from .50 
KVA to 15 KVA. ‘There is also a 
line of Y connected auto transform- 
ers from 230 to 460 volts from 1 
KVA to 100 KVA. 


Public-Owned Utility 
Now to Pay on Profit 


THE FEDERAL Power Commission 
has held, in a three-to-two decision, 
that a state or municipality-owned 
power utility is subject to Federal 
license charges when its revenues ex- 
ceed operating costs and deprecia- 
tion charges. 

The net income resulting is a “pro- 
fit” for the publicly-owncd utility, even 
where the agency is required by law 
to use the money so accumulated 
exclusively to retire its own debt or 
expand its own facilitics, the majority 
opinion said. 

Therefore, it added, a_ publicly- 
owned utility pilling up such excess 
revenue can derive no benefit from 
a Congressional act cxcmpting such 
agencies from federal license charge 
“to the extent” that their clectricity 
is “sold to the public without a pro- 
fit.” 

The decision requires the Central 
Nebraska Public Power and Irrigation 
District to pay the 1942 and 1943 
annual charges due under its license. 
For the electric output of its power 
projects on the Platte and North 
Platte rivers. 


Westinghouse Builds 
New St. Louis Plant 


Tue Westincnouse Electric Cor- 
poration has started construction of a 
new plant, warehouse, and office 
building on an cight-acre site in the 
geographical center of St. Louis, H. 
I’. Boe, vice-president, disclosed re- 
cently. The two buildings will cov- 
cr approximately 135,000 square feet 
of floor space, compared to 75,000 
square feet at the present location 
and in outside warehouses, Mr. Boe 
said. 

The manufacturing and _ repair 
plant, 336 by 190 feet, will occupy 
almost one-half the total floor area. 
Various types of electrical switchgear 
and motor controls for industrial 
plants and public utility sub-stations, 
will be produced as well as motor con- 
trols for drilling oil wells and equip- 
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ment for safe-guarding pipe lines. 

The repair section of the plant 
will be given over to the rejuvenation 
of Diesel electrical motors and genera- 
tors for railroads, light traction appa- 
ratus, and transformers and rebuilding 
of motors for mills and shops. 


Formation Announced of 
McAllister-Ross Corp. 


lORMATION of a new company, the 
McAllister-Ross Corporation, Chicago, 
to manufacture and distribute house- 
hold vacuum cleancrs is announced 
by H. J. McAllister, president. Char- 
les Ross is vice-president and _treas- 
urer. The company has purchased 
the assets of the Franklin-McAllister 
Corporation, prewar manufacturer of 
vacuum cleaners, of which Mr. Mc- 
Allister was vice-president in charge 
of merchandising. 

Mr. Ross was in charge of the 
household washer and ironer depart- 
ment of Scars, Roebuck & Co.’s na- 
tional organization before the war. 
He joined Sears in 1928. For two 
years he was with the OPA and the 
Ordnance Department in Washing- 
ton, returning to Chicago to assume 
charge of Sears’ clectrical refrigera- 
tor department. 

Sales will be made through the 53 
major household appliance distribu- 
tors, covering the United States and 
Canada, who handled the Franklin- 
McAllister Corporation’s vacuum 
cleancrs in the prewar period. 


Floating Percussion 
Unit on Door Chime 


Lroyp W. RirrENHousE. activates 
the world’s largest door chime mech- 
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APPLIANCE ADAPTABILITY IS 
ILLUSTRATED — To _ illustrate 
adaptability of standard household 
appliances to the new _ prefabri- 
cated home utility unit produced 
by the Ingersoll Steel & Dise Di 
vision of Borg-Warner Corp., a 
workman shows how Norge _ re- 
frigerator could be _ installed in 
designated space in kitchen  sec- 
tion. The unit consists of a me- 
chanical core, containing furnace. 
water heater, plumbing and elec- 
trical circuits, and is surrounded 
by all necessary components for 
kitchen, laundry and _ bath. 


anism, built by the A. E. Rittenh 
Company, to show the operation 
their new mechanism, “The Floating 
Percussion Unit,” that was on display 
at the Atlantic City Housewares Sh« 
held recently. A door chime built to 
the same scale as the mechanism il 
trated, would be 14 fect high 
weigh over 100 pounds. 

This type chime mechanism 
tircly new to the door chime indust 
and was perfected by Mr. Rittenh« 
It climinates objectionable chime st 
or buzz and provides practically 
ble-free operation. 

The floating percussion unit i 
on test in the Rittenhouse Labo 
ries and has already operated eq 
lent to over 1400 years’ use in the 
crage home—and is still functioning 
mechanically perfect and trouble-fre¢ 

This basic .mechanism is standard 
equipment on cach one of the 
Rittenhouse door chimes—from 
lowest-priced model, which ret 
$3.50 up. 


t 
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Delta-Star Electric Co. 
Names Representatives 


Frorwa Electric Supply Company, 
with headquarters at Tampa, have 
been appointed representatives of Del- 
ta-Star Electric Co., Chicago 12. The 









office is in charge of J. A. Meier and 
J. H. Bragg. An office is also main- 
tained at Jacksonville in charge of Ned 
H. Morgan. This organization will 
cover the state of Florida except the 
northeast portion west of the Apa- 
lachicola River. 


D. C. Electrical Code 
Has New Regulations 


New Execrricat Licensing and 
Bonding Regulations have been 
dopted for the District of Columbia, 
cffective July 1, 1946. The Electric 
Institute of Washington has just is- 

d the following announcement ex- 
laining the scope of the new regu- 

ons: 

[he new regulations apply only to 

e persons doing work which comes 
in the scope of the Electrical 
of the District of Columbia 
h governs the production, use, 
| control of electricity, and the in- 
ition of wires and apparatus for 
tric light, heat, and power pur- 
It thus applies to contractors 
their employees who actually make 
hanges in wiring in homes and other 
lings—that is, contractors that 
cquired ta be licensed. 
Dealers, service men, and others 
‘ell, service, repair, install, or 
rwise handle “plug-in” devices 
,ot required to be licensed. Mem- 
re warned, however, that if an 
iance, equipment or radio dealer, 
rvice and repair firm, finds it 
ity to in any way alter the 
circuit on the premises of a 
mer, a licensed contractor mgist 
ngaged to make the alteration 
comes within the scope of the 
cal Code. For example: 

\ dealer sells a radio and the cus- 

requests that a convenience 
t be installed at the point where 
dio will set. The dealer may not 

this outlet but must engage 
nsed individual to do the work. 
ther example would be in the 
of the installation of an oil 
an electric water heater, an 
sign, or any other type of 

pment which would require a 

circuit or an extension of an 

isting circuit. Here, again, the 
| contractor must handle this 
of the installation. 

On the other hand, if the installa- 
tion of a piece of equipment requires 
only that it be plugged-in to an ex- 
isting convenience outlet, this act of 
plugging-in does not come within the 
scope of the Electrical Code and the 
installer is not required to be licensed 
under these regulations. 


Ar 
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EXECUTIVE OFFICES: 50 PARIS ST., NEWARK 5, N. J. PLANTS: HARTFORD,CONN. NEWARK, N. J. 


r kee 


i 


MAGNETIC 
MOTOR STARTER 


For man-size jobs of stop-and-go 
Without a bit of care or woe 
This starter really fills the bill... 


A fine example of Federal's skill! 


Sets a new standard of ease and speed in replacement of 
any stationary or moveable contacts. Coil replacement in a 
few seconds without disturbing line or load connections. 
Greater compactness, yet more ample wiring space. Silver 
contacts on all current interrupting points. Exclusive vertical 
ball-bearing operation for highest speed solenoid action. 
Overload relays, combination hand or automatic reset, for 


dependable protection. 


FEDERAL ELECTRIC PRODUCTS COMPANY, INC. 
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Spot News from the South 








Birmingham, Ala. — ‘lhe Ensley 
Gas and Electric Appliance Co., 
1819 Avenue F., has been opened 
here by Murrel Lee and James P. 
Cruce. 


Montgomery, Ala. — Papers of in- 
corporation for an electrical equip 
ment manufacturing company and for 
a refrigeration company were filed 
here at the same time by the same 
gioup. 

The first, Nolan Manufacturing 
Co., Inc., will manufacture, produce, 
repair, renovate, and distribute elec- 
trical, mechanical and other types of 
equipment and goods. 

The second, Nolan Refrigeration 
Co., Inc., will buy, repair, distribute, 
and generally deal in all types of elec- 
tic and ice refrigerators and other 
equipment, goods, and merchandise. 

Officers of the two companies are 
A. C. Nolan, president; B. Nolan, 
vice-president; Mrs. C. G. Connor, 
secretary-treasurer. 


FE] Dorado, Ark. — Ellis M. Fagan 

is president of the new Fagan Elec- 
tric Company, Inc., which opened 
recently at Cleveland and Oak Streets. 
E. M. Fagan, III, is vice-president, 
and Mrs. Anna Fagan, secretary- 
treasurer. The company announced 
its opening in a full page ad in the 
newspaper, featuring its diversified 
services. Besides selling appliances, 
the company has a gift shop and well 
equipped service shop; in addition, 
it offers engineering and contracting 
services. 
* x * 
Little Rock, Ark.— Reed Music 
Co., handling washers, radio combina- 
tions, radios, records, etc., has opened 
its new home at 112-114 East Seven 
th Street. 








Belle Glade, Fla. — W. L. Collins, 
former city building inspector here, 
and electricial contractor in the 
Glades for the past 15 years, has 
opened the Collins Electticial Ap 
pliance Store in the new Scarborough 
building. 


Panama City, Fla. The West 
Florida Electric Service Company, 
Inc., has been organized here with 
Gordon S. Hill, president; W. J. 
Cook, Sr., vice-president; and John 
H. Sherman, secretary-treasurer. ‘I'he 
company is engaged in electrical con- 
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tracting, armature winding sales and 
service of motcrs, and general machine 
shop work. The floor space of shop 
is 2800 square feet. 

* * x 

Bamesville, Ga. — A new business 
enterprise for Barnesville, the Cross- 
field Freezer Locker plant, will be- 
gin operations at an early date. Man- 
ager Emory Jones states that 408 
lockers have been installed. 

XS * * 

Carrollton, Ga. — Swift’s Electric 
Service recently opened with a line 
of table and floor lamps, electrical 
appliances, electric heaters, and radio- 
phonograph combinations. The firm 
will also do clectrical repair work and 
wiring. 

Hazlehurst, Ga. — ‘The City Elec- 
tric Company recently opened here 
to deal in electricial supplies and to 
do electrical contracting. 

xe x * 

Junction City, Ks. — The Wright 
Appliance Co., of Kansas City, own- 
ers of a string of similar stores in 
Kansas and Missouri, has leased space 
here at 817 North Washington 
Street, and was scheduled to open in 
a short time. 

Louisville, Ky. — Joe H. Hayes 
‘lectrical Co., Inc., has received a 
charter from the Secretary of State. 
The authorized capital stock is $10,- 
000, and the principals include Joe H. 














and Estelle W. Hayes and Edith F. 
Wachtel. 
* * % 
New Orleans, La. — Further in- 
formation on the Electrical Show to 
be held in New Orleans’ Municipal 
Auditorium, October 6-11, has been 
released by the Electrical Association. 
This indicated that there will be ap- 
proximately 130 booths for manufac- 


turers — only those represented in 
the Association through wholesalers, 
etc. — that admission will be free, 


and that tickets will be distributed 
to the public through Association 
members. 
Rates charged tor booths are $75 
for the first, $65 for additional ones. 
¢ + 


Tylertown, Miss. — The Home Ap 
pliance Company is a new electric 
home appliance firm. G. L. Whitak 
er is the owner. 

x * * 

Pascagoula, Miss. — Joe C. Black 
well has opened an electrical appli 
ance store and will handle a full line 
of major and traffic appliances. 

xx ae oe 


Jefferson City, Mo. — Larry Sulliy 
an has opened the Sullivan Applianc: 
Store and will handle electric ranges, 
refrigerators, washing machines, and 
other major appliances. 

. ¢ * 


Charlotte, N. C. — Page Air Con 
ditioning Company, formerly Page & 
Co., has occupied new quarters at 
220 South College Street. The com- 
pany has been incorporated with a 
capital stock of $97,500 to engage in 
engineering contracting. The in 
corporators include Jesse W. Page, 
Laura B. Page, and J. P. Hoover. 






This structure, when completed, will be new headquarters for Southwestern 


Fluorescent Lighting Co., Houston, Texas. 


It is now being built, at a cost 


of $50,000, at Dallas and Jackson streets, and will be thoroughly modern, 
with 1946-inspired use of plate glass and aluminum trimming, to serve 25 
sales office and warehouse combined. 
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Belmont, N. C. — The Nipper Ap- 
pliance Store has opened here to 
handle electrical merchandise. C. 
C. Nipper is owner. 

of os x 
Prague, Okla. — A new firm re- 
cently opened here in the Sykora 
Hlouse Appliance Co. It is owned 
and operated by Joseph and Van 
Sykora, brothers and both veterans 
of World War II. 
ae 3K * 
Columbia, S. C. — Charles W. 

Whetstone, Jr., has been named as- 

sistant business manager of the Elec- 

trical Equipment Supply, Inc., 1323 

Lady Street, this city. He 1s a vet- = eee 

eran of World War II. ste = alee AE ta mara es 
aS * * 

Memphis, Tenn. — Feltus Electric 
Co. has been opened at 573 Mar- 
shall by R. E. Feltus, who has been Sa eee 
in the electric business in Memphis oe eee dasiecl 
25 years. His sons, David and Kob- ft | RESCENT-25 
ert Feltus, will be associated with him i ; 
in the firm, which will handle fluores- 
cent lighting fixtures and lamps, attic 
and table fans, household appliances, 
door chimes, radios, etc. 

ux x cs 

Houston, Tex. — Flato’s are now 
in remodeled quarters with modern 
sales and demonstration room of 
more than 8,000 square feet of floor 
space at 1900 Main, corner of Cal- 








houn. Pes : ss 
M. A. Compton, Jr., who has been : — oe 


associated with the firm 1+4 years, is i ks ~~ )14-600¥- seme 
sales promotion manager of the Hous- a 
ton store. Mr. Compton stated 
they had maintained quarters in 
Houston since 1938 and would han- 


° . Cae Wee Soe eee 
dle refrigerators, ranges, radios, oe oot ; 
washers, ironers, heating equipment, RES i \\ \ \ A \ 

j -- a \ , \ t " ‘ ¥ . 


and many other appliances. zB gov = 
* * * 
Center, Tex. — Allen F. ‘Tribble 
has purchased the Rogers Electric 
Co. The firm will be known as the 
Tribble Refrigeration Co. 


lla IR Si attain enamine 
Three years ago, R. I. Niehols, C R E % C E Ni Y 


tig < ~ Nichols Radio a 

ice, Portland, Texas, was release 

from Navy service and founded WI R E A N D CA B L E 
the shop 11 miles north of Corpus 

Christi that bears his name. Now, 

with the production squeeze loos- 

ening up, Mr. Nichols plans to 

add a line of electrical appliances. 
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Names in the News 








The Executive Committee, Board 
of Trustees, of Underwriters’ Lab- 
oratories, has promoted Merwin M. 
Brandon to the position of electrical 
engineer, Effective immediately, 
Mr. Brandon assumes full respon- 
sibility and direction of the activities 
of the Electrical Department of the 
Laboratories at the Chicago, New 
York, and San Francisco testing sta- 
tions. 

Mr. Brandon will also serve as 
chairman of Electrical Council of 
the Laboratories. 

In September, Mr. Brandon will 
have completed 25 years of service 
with the Laboratories. He is a gradu- 
ate of Mississippi State College, B. 
S. 1919, E.E. 1936; is a Fellow of the 
American Institute of Electrical 
Engineers, and holds Professional 
Engineers’ licenses from both New 
York and Illinois. He has _ been 
active in the affairs of the Interna- 
tional Association of Electrical In- 
spectors and of the Electrical Com- 
mittee (N, E. Code) of the National 
Fire Protection Association. 


A. B. Morgan has been appointed 
assistant managing director of the 
Kdison Electric Institute, according 
to an announcement by Col. H. S. 
Bennon, vice-president and manag- 
ing director of the Institute. In his 
new position, he will assist Col. Ben- 
nion in the supervision of the In- 
titute’s operations, and will also con- 
tinue his present responsibilities. 

A graduate of the Massachusetts 
Institute of ‘I’cchnology, Mr. Morgan 
joined the National Electric Light 
Association, predecessor of KEI, in 
1927 as an assistant engineer. He 


A. B. Morgan 


specialized in Codes and Standards 
activities, representing the electric 
light and power group on committees 
of the American Standards Associa- 
tion. 

He was promoted to engineer in 
1933, and later became rate and 
pewer consultant. He has acted as 
staff representative of the Industrial 
Power, Rate Research and Postwar 
Planning Committees, 

ue x tk 

Hugh McKean has taken over the 
duties and responsibilities of super- 
intendent of substation construction 
and maintenance over the entire sys- 
tem of the Florida Power Corpora- 
tion and the Georgia and Light Com- 
pany, it was recently announced. 

Mr. McKean comes to the Flor- 
ida-Georgia group from It. Wayne, 
Indiana, where he was connected 
with the Indiana Service Corpora- 
tion. He was graduated from the 
Tri-State University as an electricial 
engineer in 1928. He will make his 
home in St. Petersburg. 

ox 3x as 

The appointment of Don Julien as 
vice-president in charge of the in- 
dustries promotion department, a 
new division of Foster & Davies, Inc., 
is announced by F. Carlisle Foster, 
president of the advertising agency. 


1 


Don Julien 


The function of the new depart- 
ment is to render a sales and mange- 
ment, as well as an advertising, serv- 
ice to groups of manufacturers organ- 
ized cooperatively to promote the 
products and expand the markets of 
their particular industries. 

Mr. Julien has been with Foster 
& Davies for 10 years, previous to 
which he was advertising manager for 
Graybar Electric Company. 


The appointment of James E. 
Crum as merchandise manager of the 
Table Appliance Department of the 
Westinghouse Electric Appliance 
Division, at Mansfield, Ohio, was an- 
nounced recently by R. Z. Soreson, 
manager of the department. 

Mr. Crum was formerly Central 
District sales promotion manager and 
has been with Westinghouse at 
Mansfield since 1922. He was table 
appliance field supervisor of Central 
District from 1937 to 1941. During 
the war he worked on the Westing- 
house Health and Nutrition Service 
in Industry. His headquarters will 
now be at the Mansfield plant. 

x * * 

Thomas W. Rolph was recently 
elected president of the Holophane 
Company, Inc., and is located at the 
company’s headquarters in New York 
City. He succeeds Charles Franck 
who served as general manager ap 
proximately thirty years and as presi 
dent during the last 16 years. Mr 
I'ranck now acts as chairman of th« 
board. 

Mr. Rolph has served the organ 
ization for 25 years, first as head of 
the street lighting department, then 


Thomas W. Rolph 


chief engineer. Several years ago he 
was vice-president and was _ placed 
in charge of manufacturing and en 
gineering. A year ago he was clected 
to the board of directors. 

aS aS xs 

The Walter F. Nelson Salk 
Agency, Bona Allen Building, At 
lanta 3, Ga., recently announced that 
Frank S. Adkins has joined the statt 
as a specialist in the sale and cn 
gineering of ultraviolet germicidal 
equipment. 

The agency represents The ‘I ru- 
Air Ultraviolet Products Corp., a civ 
ision of the Mitchell Manufacturing 
Co., and offers a complete line of 
well designed ultraviolet germicida! 
equipment for personal protection, 
as well as for animals and product 
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A, A. Wilcox has been appointed 
manager of jobbing sales in the Wire 
and Cable Department of United 
States Rubber Company, it is an- 
nounced by H. H. Weber, sales man- 
ager of the department. Mr. Wilcox 
has been associated with the com- 
pany since 1937, 

As manager of jobbing sales he 
will coordinate the sale of electrical 
wire, cables, cord sets, and plugs to 
wholesalers. 


xe oF ed 

Feedrail Corporation, New York 
City, has announced the appointment 
of Samuel G. Boyd as their agent for 
Georgia, Alabama, South Carolina, 
nd eastern ‘Tennessee. 

Mr. Boyd previously was district 
manager for the southern states for 
Diehl Manufacturing Co. He main- 
tains an office in the Walton Build- 
ing, Atlanta, 3, Georgia. Feedrail 
Corporation are manufacturers of pre- 
fabricated electricial distribution sys- 
tems known as Feedrail track and 
trolleys. 

* * * 

Electric Machinery Mfg. Com- 
pany, Minneapolis, Minnesota, specia- 
lists in electrical power apparatus, has 
appointed Russell Ranson, 116¥2 
Last Fourth Street, Charlotte 2, 
N. C., as sales representative fog 
North Carolina. 

W. N. Matthews Corporation, St. 
Louis, Mo., have announced the ap- 
pointment of the H. C. Biglin Com- 
pany as their agent in the state of 
Alabama, The Biglin company has 
long been their agent in Georgia. 

the E, H. Gilliam Company, who 
las served as agent for the W. N. 
Matthews Corporation in Virginia 
aud North Carolina, has been ap- 
pointed agent for South Carolina. 

x x a 

R. FE. Joines, who was _ recently 
named acting manager of construc- 
tion materials sales for the General, 
Electric Company in the Southeast- 
ern District, has been appointed dis- 
trict manager, it has been announced 
by C. R. Pritchard, general sales 
manager of G, E.’s Appliance & 
Merchandise Department. Mr. 
Joines headquarters arc in Atlanta. 





WANTED 
District Sales Managers 
By major appliance manufacturer 
for Southeastern and Southwestern 
territories. Liberal salary with ex- 
penses plus bonus. Applicants must 
be 30-40 years of age with experi- 
ence in mechandising through elec- 
trical distributors and dealers. Reply 
Box 612, ELECTRICAL SOUTH, 
1020 Grant Bldg., Atlanta 3, Ga. 
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Everyone Agrees, 


theyre 
a tast 
selling 
trio!’ 


Electric Range Units for Replacement } 


Service calls are filled in mini- 
mum time with maximum customer 
satisfaction when you feature fast- 
selling CHROMALOX Units for Elec- 
tric Range Replacement. 


This popular trio and a supply 
of CHROMALOX Adaptor Rings are 
all you need to insure perfect 


HEATFLO 


SUPER-SPEED 


TRIANGULAR 


| a r = oom 
Electric Kange 


fit in any range opening. More 
Sales! More Profits! Less Effort! 

Put CHROMALOX to work build- 
ing yourreplacement sales. Order 
a supply of Range Units today. 
For information on Triangulars, 
Super-Speeds and Heatflos, 
write for Catalogs. 


J. ronios 


MN) PAV.Y 


CHG 


means ELECTRIC Cooking at Its Best! 


RC-16 


— 
EDWIN J. WIEGLAND COMPANY, 7600 THOMAS BOULEVARD - PITTSBURGH 8, PA. 
C. B. ROGERS, 1000 P’tree St., N.E., Atlanta, Ga.; L. R. WARD CO., 403 Southl’d Bldg, Annex, 
Dallas 1, Tex. ; 932 M.&M. Bldg., Houston 2, Tex.; W. R. PHILLIPS, P.O. Box 2561, Raleigh, N.C. 
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New Eleetrical Products 








Small-Capacity Water Heaters 


AN EXTREMELY wide range of pos- 
sible applications in homes, cottages, 
service stations, professional offices, 
beauty shops, etc., is claimed for a 
new line of small-capacity automatic 
electric water heaters being marketed 
by Modo-home Products, Inc., of 
Bourbon, Indiana. 

The units are made of stainless 
steel throughout and are furnished 






e 










in three sizes with capacities of 3, 
5, and 7% gallons; the smaller size 
retailing for $44.50 plus Federal Ex- 
cise Tax of $2.67 and the larger heat- 
ers for $49.50 (tax $2.97) and $59.50 
(plus tax of $3.57) respectively. 
According to the manufacturer, us- 
ers have found the capacities of the 
heaters adequate because of their un- 
usually quick heat-recovery and high 
heat-retention of the tanks. Stainless 
steel eliminates the possibility of rust 
or corrosion and adds to the life of 
the heater. All the units operate on 
110-115 v. alternating current and are 
available for immediate shipment. 
They are easily installed with stand- 
ard pipe fittings, and fit in small 
spaces under cabinet sinks, lavatories, 
on shelves, etc. 


Manual for Lamp Displays 


A NEW MANUAL featuring practical 
display and merchandising ideas for 
department stores has just been made 
available by G. E. Lamp Department 
of General Electric Co., Nela Park, 
Cleveland. Its form number is “A- 
621.” 

More than 70 illustrations are used 
in this 36-page manual, of 9 by 12 
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inch size, to picture effective displays 
of popular G-E lamps and to show 
how the displays may be assembled. 

The manual not only points out 
where G-E lamps may be displayed 
and merchandised to best advantage 
but how this may be accomplished. 
Sixteen display fundamentals describ- 
ed include those for open bulbs, open 
sleeves, proper identification, lamps 
in sleeves, counters, basement or 
house furnishings departments, “‘sun- 
shine shop” arrangements using ger- 
micidal-sun - heat - lamps, fluorescent 
types, and specialty lamps. 

The wealth of display suggestions 
in the manual are also intended for 
use by utility companies and othe 
large retail outlets for G-E lamps. 


Bar-Brook Attic Fans 


Bar-Broox attic fans, manufactur- 
ed by the Shreveport Engineering 
Company, Shreveport, La., and sold 
and installed nationwide by certified 
Bar-Brook dealers, have come out of 
the productionless war years with a 
number of improvements added. Cur- 
rently in production are four models: 
the B-36, capacity 7,500 cubic feet a 
minute; B-42, capacity 13,000 CFM; 
B-48, capacity 17,500 CFM; and the 
B-54, capacity 21,000 CFM. Bar- 
Brook CFM Ratings are determined 





L eee 
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by tests made in strict accordance 
with Standard Test Code adopted by 
American Society of Heating and Ven- 
tilating Engineers. 

The Bar-Brook is of all-steel con- 
struction, with compression - type 








CORRECTION: 


The price quoted on the 
Gibson Commercial Fluores- 
cent Fixture No. 4400, in the 
July, 1946, issue of ELEC- 
TRICAL SOUTH, page 64, of 
$32.50 was incorrect. 

The correct price for this 
fixture, less tubes and stems, 


is $35.20. 

















streamlined orifice, die-formed from 
heavy gauge steel, aero-dynamically de 
signed on the Venturi principle for 
quietness and efficiency. New V-flat 
drive pulleys eliminate belt wear and 
noise, and motor mounting prevent: 
possibility of misalignment. Graphite 
impregnated Bronzoil bearings, built 
in thermal overload protection and ra- 
dio interference eliminators make for 
a lifetime of quiet, safe, trouble-free 
operation. Installation of the Bar- 
Brook is simple and can be accom 
plished with the minimum of altera- 
tions and disruption of household rou 
tine. 


Table-Size Radio-Phonograph 


ComBINING 4 six-tube a-c d-c stand 
ard band radio receiver with a full 
automatic phonograph in a mahogany 
veneer cabinet, the new Model H-122 
table-size Duo-combination is announ 




















ced by the Westinghouse Electric 
Corporation, Sunbury, Pennsylvania 

The receiver, which forms the front 
section of the new unit, can be tc 
moved for independent use. ‘The 
automatic record changer, under a 
top-raising lid, accomodates twelve 
10-inch or ten 12-inch discs. Special 
features include a built-in loop anten 
na, a continuously variable tone con- 
trol, a phase-inverter tube, and a high 
ly efficient push-pull output circu 
for high quality reproduction wit 
ample volume. The new mod 
9” high, 14-3/4” wide, and 19” deep. 

Further information on the Duo- 
combination may be secured from the 
Home Radio Division, Westinghouse 
Electric Corporation. 
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New Ratio Adjuster 


Tue Sranparp Transformer Com- 
pany, of Warren, Ohio, makers of 
power, distribution, instrument, street 
lighting, and testing transformers, has 
developed a simplified adjustment on 
its distribution transformer which 
makes the work of service men and it 
stallers easier and quicker. This new 
improvement is the ratio adjuster 
which replaces the link type connec: 
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Professor SPELCOR Says: 
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os why Specify 
speERo Products? 


THAT’S A FAIR QUESTION — 


Here 


@ 5 lines of Products from one source 


You can speed your estimates and guarantee quicker 
deliveries by quoting from one source. By specify- 
ing SPERO for reflectors, floodlights, fluorescent 
luminaires, vapor-proof units and electrical con- 
struction equipment, you avoid lost time and motion 
and simplify bookkeeping. 


® Dependable Spero Quality 


You can depend on Spero to furnish products of 
quality standards which build customer satisfaction 
and good will. No need to take chances on uncertain, 
“or equivalent” specifications. Spero products are 
tested, approved, and meet U. L. requirements. 


Priced right to meet competition 


The modern Spero plant is equipped with the latest 
assembly line production machinery, making it pos- 
sible to offer quality products, correctly priced. Item 
for item, Spero lines compare in value with any in 
the field. 


are some of the reasons: 


@ Modern Engineering 


The latest trends in engineering and design are in- 
corporated into Spero products, assuring modern, 
up-to-date equipment. Spero engineers are not satis- 
fied with good products if they can be made better. 


@ Fluorescent Pioneering 


Spero fluorescent luminaires have always been “one 
step ahead”. Among other firsts, Spero pioncered 
“INSTA-LITE’— providing instantaneous starting 
—and this feature is available on most Spero fluores- 
cents. Up-to-date, attractively designed, correctly 
engineered luminaires are offered for commercial, 
industrial and residential installations. 


@ Consistent Sales Policy 


Spero has held strictly to its announced policy of 
“Distribution only through verified clectrical whole- 
salers’. Besides protecting the jobbers handling 
Spero lines, this policy makes it possible at all times 
for contractors and dealers to obtain Spero Products 
through their regular distributors, 


Get all the facts. Write for Bulletin No. 10 describing Spero’s 5 lines. 














THE SPERO ELECTRIC CORPORATION 


LO2Z2 LANKER AVE. 
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tion block. Now, no tools are needed 
to change ratio. 

The handle operates above oil level 
and working parts of the ratio ad- 
juster are immersed in oil. Contact 
between the bridged and stationary 
contracts is positive with Standard’s 
spring set, snap action assembly. 

For further engineering data on 
this new, simplified adjustment, write 
to The Standard Transformer Com- 
pany, Warren, Ohio. 


Insulation Resistance Tester 


A NEW INSTRUMENT for checking 
insulation resistance in a. c. and d. c. 
equipment is announced by Ideal In- 
dustries, Inc., 1017 Park Ave., Syca- 
more, Illinois. 

Entirely self-contained, the Ideal 
Insulation resistance tester is ready for 
instant use anywhere. There are no 
batteries or external power supplies, 
no brushes or commutators to require 
attention. The necessary power is 
provided by a small internal hand 
generator which is opcrated by a slow- 
ly turning crank. The crank can be 
turned in either direction. 

Correct testing voltage is indicated 
by two small button lights that glow 
at 500 volts d. c. When the crank 
is turned fastcr than necessary an elec- 
tronic voltage regulator controls the 


voltage to the meter so that a true 
reading is obtained. 

Test range is 0-100 megohms; case, 
lightweight two piece aluminum; me- 
ter, rugged D’ Arsonval type; test 
leads, 10’ long; dimensions, 3-3/8 
wide x 6” long x 3%” high; weight 
with leather carrying case in 3¥2 Ibs. 


Pacemaker Fan 


THREE WIDE-AREA type blades of 
one piece steel construction, welded 
steel guard, and brushless, two-pole 
induction-type motor are features of 
the §-inch non-oscillating desk brac- 
ket pacemaker fan announced by the 
Westinghouse Electric Corporation, 
Electric Appliance Division, Spring- 
field, Mass. 





SWITCH AND 
RECEPTACLE PLATES 
| OF PURE ALUMINUM 


Baked enamel wrinkled finish in brown and ivory and 
satin-aluminum, in single, two and three gang switch 
plates and Duplex receptacle plates . .. . Also “Paint- 
over”—unfinished aluminum that ean be finished with 
paint used on walls . . . . They are real profit items 
for jobbers, contractors, dealers . . . . Write today for 


catalogue sheet. 








Get on the 


PACU MINIEX 


Sales Office: 79 West Peachtree Place 
N. W., Atlanta, Ga. 
Plants: Savannah and Marietta, Ga. 
Sold only through electrical wholesalers. 














Designed for a variety of home uses, 
the Pacemaker is furnished in black 
with polo green trim. The positive 
clamping swivel adjustment prevents 
creeping from original position, and 
the “‘Moldarta’”’ plastic base has a felt 
pad for furniture protection. Over- 
all dimensions: 10-42” high, 9-3” 
wide, 6-3/8” deep. 

Further information concerning the 
Pacemaker, Model 8PMN, may be 
secured from the Westinghouse Elec- 
tric Corporation. 


Noark Motor Starters 


FepERAL Exectric Products Com- 
pany, Hartford, Conn. has recently 
announced an important addition to 
their comprehensive line of Federal 
Noark motor starters. ‘The new size 
3 magnetic motor starters and con- 
tractors follow the same general de- 
sign as the Sizes 00, 0, 1, and 2. Be- 
cause of the increased size and certain 
larger and heavier parts, minor con- 
structional changes have been made, 
but the features of simplicity, ac- 
cessibility, and long life found in all 
Federal Noark starters have been 
maintained. 

Double break pure silver contacts 
eliminate all pigtails and_ flexible 
jumpers. Heavy arc barriers are 
strategically located to secure mech- 
anical strength and provide high arc 
rupturing ability. ‘The straight line 
vertical operation with only one mov- 
ing part, guided by the exclusive !'ed 
eral Noark ball bearing feature, rc 
duces friction to its minimum. 
Fach pole of the stationary contact 
assembly is separately encased in its 
own sealed arc chamber. Further de- 
tailed information on size 3 magnetic 
motor starters may be had by writing 
directly to the Engineering Depatt- 
ment, Federal Electric Products Com 


pany. 
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Electrical equipment and material in large quantities are now available in 
many locations throughout the country. Complete information may be ob- 
tained from the nearest Regional Office of the War Assets Administration. 

Included in this war surplus inventory are hundreds of items of stand- 
ard and special equipment—pole-line hardware, wire and cable, motors, 
switch gear, wiring devices, power-conversion and sub-station equipment. 
The special items in many cases can be adapted or converted to your 
needs. Priced to sell, these items will help solve the electrical supply 
problems of manufacturers, industrial contractors, wholesalers and deal- 
ers—investigate today. 


1 MOTOR STARTERS AND CONTROLLERS — General Electric, Westinghouse, 

Cutler-Hammer, Ward Leonard and other makes, built to both commercial and 
Navy specifications. 115 and 230 volt d-c; 220 and 440 volt a-c., 60-cycle, 3 
phase, drip proof, waterproof, manual and magnetic types. Unused and used. 
Substantial savings. 


Pole-Line HARDWARE — Insulators, pins and nearly all other items of pole line 
ltt a hardware for transmission, distribution and communications lines. Well-known 
acs WE rt makes, meeting exacting Government specifications, new, in excellent condition. 


Pay GENERATORS—Engine driven, 100 kw., single bearing, 120/240 volt d-c., 1200 
rpm. commercial and industrial types. Unused and in good condition. Many 
other sizes—gasoline, diesel, steam and electrically driven, and generators with- 

out prime movers, a-c and d-c. Check our large lists. 


4 Graphite and Carbon BRUSHES— Large quantities of new brushes of well-known 
makes, in a wide range of sizes, in both standard and special types for motors, 
generators and other rotating electrical machinery. 


| rol edesgtorcinagtie stan andags tay tags oP ln tial gan seat als FY 


(CUT OUT AND SEND TO THE NEAREST WAA OFFICE LISTED BELOW) 





War Assets Administration: I am interested in the following checked items: 


WIRE & CABLE WIRING DEVICES 

GENERATORS POWER-CONVERSION EQUIPMENT 
SWITCH GEAR SUB-STATION EQUIPMENT 
SPECIAL ELECTRIC MOTORS PROTECTIVE EQUIPMENT 

Although this material has been previ- 
ously offered to priority claimants 10% 
of the merchandise has been reserved to 
fill any further needs of priority claimants, 
including Veterans of World War Il, who 
are invited to contact the Regional Office 
serving their Area with respect to this 
material, 


EXPORTERS: Most surplus property is available to the export market. Merchandise in short supply is withheld from 
export and if such items appeer in this advertisement, they will be so identified by an asterisk. 


War Assets ApminisTRATION 


Offices located at: Atlanta + Birmingham + Boston + Charlotte + Chicago ~- Cincinnati + Cleveland + Dallas 
Denver + Detroit - Fort Worth - Helena - Houst + Jack ville + Kansas City, Mo. + Little Rock - Los Angeles 
Louisville - Minneapolis - Nashville - New Orleans - New Y-rk + Oklahoma City - Omaha - Philadelphia 
Portland, Ore. - Richmond + St.Louis + Salt Lake City + San Antonio + San Francisco - Seattle - Spokane 


wn a-2------7 
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Armor Read Tool 


Tue A. B. Cuance Company has 
developed a new set of tools for mak- 
ing armor rod applications on ener- 
gized conductors. With these easily 
operated tools, two linemen can ap- 
ply armor to a three phase line in 
less than two hours time and the work 
is completely safe. The equipment 
consists of two armor rod die holder 
frames and a special tool for applying 
V-bolt clamps plus an ordinary set 
of hot line tools, a hot line wrench, 
and disconnect sticks. 

In operation, armor rods are thread- 
ed through two sets of Armor rod dies 
which are fitted into the special 
frames. This assembly is then mount- 


ed on the conductor by use of clamp 
sticks, after the conductor is moved 
into the clear with hot line tools and 
the armor is applied by turning the 
die holder frames in opposite direc- 
tions. The die holder frames are 
made of heat treated cast aluminum 
for combined lightness and strength. 

They fit all Aluminum Company of 
America dies for “C” size wrench 
frames. ‘This greatly improved meth- 
od of applying armor rods “hot” will 
make it possible to add this additional 
protection to aluminum conductors 
without excessive cost and without 
service interruption. 


Quik-Label Bench Dispenser 


PRODUCTION operators mark wires 
much faster by using new Quik-Label 
bench dispenser recently developed by 
W. H. Brady Company, manufac- 
turers of Quik-Label self-adhesive wire 
markers, 2902-C E. Linwoode Ave., 
Milwaukee 11, Wisconsin. 

Quik-Label code card is quickly in- 
serted in the dispenser, as shown. The 
removable self-starter strip at the top 
of the card comes completely off, 
automatically exposing the top end of 
each label to grasp instantly. The 
slot in the dispenser firmly holds the 





with 


*“COLOVOLT 


Cold Cathode—Low Voltage 


Lighting 


and here’s what they say: 


“Lower maintenance cost—longer main- 
tenance of a given foot-candle level—greater 
dependability because of guarantee (One 
year of light guaranteed, except for failure 
due to breakage )—instantaneous starting— 
no flickering—continuous line lighting.” 
These extra advantages are available to 
commercial and industrial users of light 

ib S al when installations are made with COLO- 
VOLT Cold Cathode, lew Voltage Fluorescent Lamps and Fixtures, 


Write for illustrated material and technical data. 
* Trade Mark Registered U. 8. Patent Ottice 


GENERAL LUMINESCENT CORPORATION 


680 S. FEDERAL STREET 


od a ilor \clome yan) 44), fe) b 





card so the operator does not hay 
to pick up and put down the card 
each time a label is peeled. The di: 
penser leaves both hands free for fast 
action. 

Other recent Quik-Label develo; 
ments include a much improved self 
starter strip, and a silicone plasti 
coating which renders the labels re 
sistant to dirt, grease, oil, fume 
and abrasion. 

The new Quik-Label bench dispen 
ser is lead weighted and has a non 
skid rubber base. The dispenser 
furnished to Quik-Label users at n 
charge. It is described in an illu 
strated folder which will be sent g 
tis, together with free samples of 
Quik-Label code cards and a com 
plete price and stock list, by writi 
the W. H. Brady Company. 


Guide to Fluorescent Lamps 


Basic PRINCIPAL and _ operating 
characteristics of flourescent lamps 
and auxiliaries are explained in a 24- 
page booklet announced by the West 
inghouse Electric Corporation, Lamp 
Division, Advertising and Sales Pro 
motion Department, Bloomfield, 
New Jersey. 

The essential structure and opera 
tion of the mercury vapor electric 
discharge with its phosphor coating 
is shown diagrammatically and com- 
plete ratings are listed for important 
types ot flourescent lamps, including 
the Instant Starter, Slimline and 
Circline. The booklet, prepared by 
I'ugene W, Beggs, manager of the 
Company’s vapor lamp section, ¢x- 
plains with the aid of sketches and 
diagrams the construction and func- 
tion of ballasts, starters and lamp- 
holders. 

In the section on operating charac- 
teristics, mortality and replacement 
rate curves help to explain the factors 
affecting lamp life and maintenance, 
and the necessity for keeping voltage 
well within the recommended range 
is discussed. Color and stroboscopic 
effect, d-c operation, a-c frequency, 
power factor, the control of radio in- 
terference, noise and vibration, and 
other subjects are discussed. 
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Branch Circuit Wiring Chart 


A NEW CHART showing changes in 
branch circuit wiring requirements in 
the 1946 National Electrical Code is 
being distributed by the wire and ca- 
ble department of United States Rub- 
ber Company. 

The chart indicates clearly the dif- 
ference between the 1940 and 1946 
odes. It is printed in two colors and 
furnished with a wall hanger. Copies 
may be obtained from the company’s 
seneral offices, 1230 Avenue of the 
Americas, New York 20, N. Y. 


New Model Are Welders 


DesIGNED specifically for installa- 
tion on rural and other non-industrial 
power lines, two new limited-input 
models of G-R transformer-type arc 
welders have been announced by 
Glenn-Roberts Company, 2107 Adams 
St., Indianapolis, Indiana. 

Known as Models 130 and 180, 
the new units are manufactured in ac- 
cordance with NEMA requirements 
for limited-input welders and are ap- 
proved by Underwriter’s Laboratories. 
Both models are equipped with built- 
in power factor correction, and both 
have the patented G-4 four coil trans- 
former with full-range “‘stepless” out- 
put control. Welding characteristics 
are exceptionally good; the arc is 
quick-starting, smooth and stable for 
ill-position welding. The ease of 





EASY TO WATCH—Gem Dandy is 
the name of this new household 
churn which whips up 1% pounds 
of butter at the flip of a switch. 
Equipped with an a-c motor and 
aluminum dasher, the streamlined 
machine weighs only 16 pounds. 
Its glass barrel, obtainable in three 
and five-gallon sizes, keeps the op- 
eration constantly in view. The 
churn is produced by Alabama 
Manufacturing Co., Birmingham, 


Alabama. 
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IMITATION S are very flattering 
but there’s only one ORIGIN AL! 
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PORTABLE STEAM RADIATOR | 
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A MASTERPIECE OF PRODUCTION 


ann a 660t-Seller roo: 


The enviable reputation of Electresteem 
is based on years of trouble-free performance. 
Thousands upon thousands of folks 
enjoy “steam heat from a wall plug” 
. without any service worries. You 
can sell Electresteem — the original 
portable steam radiator — with con- 
fidence. There’s nothing: “just like it 


Electresteem is Nationally <7. 
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\ ELECTRIC STEAM RADIATOR CORP. 


DETROIT 8, MICHIGAN 








handling the arc makes G-R farm 
welders ideal for those with no pre- 
vious welding experience; a complete 
welding manual arranged in progres- 
sive “lessons” with easy-to-follow in- 
structions is furnished with each ma- 
chine. 

Model 130 has an output range of 
20 to 130 amperes, and maximum in- 
put will not exceed 27 amperes at 230 
volts. Model 180’s output range is 20 
to 180 amperes, with a maximum in- 
put of 37 amperes at 230 volts. Both 
models handle a wide range of elec- 
trodes for welding steel or cast iron, 
applying hard-surfacing alloys, and 
similar uses. 


Handyhot Washer 


Tue Hanpyuot portable washer 
and Little Magic Wringer are an- 
nounced as ready for initial deliveries 
by Chicago Electric Manufacturing 
Company, 6333 West 65th St., Chi- 
cago 38, Illinois. 

Because of the convenience and port- 
ability of the washer, it is a boon to 
mothers for sterilizing and washing 
diapers and children’s clothes and is in- 
dispensable to apartment dwellers. 

A smooth, three-blade agitator 
tnoves back and forth to keep clothes 


EFFICIENCY ADJUSTABLE INSULATOR SUPPORTS 


and water in constant motion and te 
draw the water through the clothes, 
cleansing them gently without strain 
o: harm. 

The washer is powered by a sturdy, 
air-cooled motor, and the motor and 
permanently lubricated gears of the 
oscillating mechanism are. completely 
enclosed in the removable top. A heavy 
duty rubber covered cord and plug cap 
is permanently attached. 

The tub has a capacity of two 
pounds of dry clothes, is only 13 inches 
in diameter and 10 inches high with 
two strong black enameled handles at 
the top. 





@ The Wide adaptability of the 
EFFICIENCY Adjustable Support 
makes it the favored choice where- 
ever electrical conductors are to be 


A companion item is the Little 
Magic Portable Wringer. This is a 
full 8-inch solid rubber wringer which 
attaches easily to the sidé of the tub 
with covered clamps to protect the 
finish. 


Waterman “Pocketscope” 


A NEW POST-wAR developed light- 
weight oscilloscope, the ‘“Pocket- 
scope”, which embodies all the func- 
tions of the conventional instrument, 
was unveiled by Waterman Products 
Company, Inc., of Philadelphia, at the 
1946 Radio Parts and Electronic 
Equipment Conference and Show 
held recently at the Stevens Hotel, 
Chicago. 

The “Pocketscope” weighs only 
five and one-half pounds and is so 


compact it can be used in almost any 
position and is easily carried by hand 
It is six and three-eights inches high, 
three and three-quarters inches wide 
10 inches deep, and occupies less than 
.15 cubic feet of space. 

The ‘Pocketscope”, or Model S- 


10-A, features a complete cathode ray 
tube oscilloscope incorporating the 
cathode ray tube, vertical and _ hori 
zontal amplifiers, linear time base 
oscillator, synchronization means and 
self-contained power supply. 

The new instrument is capable in 
indicating in two independent dimen- 
sions—vertical and _ horizontal. As 
used normally, the vertical dimension 
is amplitude, and the horizontal may 
be either amplitude or time. 


installed in industrial plants 
in all open steel construction. 

They clamp to the beam .. . saves 
drilling or punching of the beam. 
Note that the adjustable features 
of this support permits the adjust- 
ment or movement of fittings up to 
120° from vertical position. The Adjustable Support is 
designed to carry insulators and fittings at any angle, 
either above or below the beam. It permits the 
mounting of several conductors on one support, where 
necessary, or any combination of wires or cables by 
the addition of various fittings. 

Write today for our Catalog No. 38B... 

contains complete information on _ this 


and other EFFICIENCY Electrical Devices. 


Te 


Constant Current Regulator 


Tue Hauc System constant current 
regulator for holding current constant 
in series lighting for streets, highways, 
airports, runways, and floodlighting is 
announced by Modern Control Equip- 
ment Co., 176 W. Adams St. 
Chicago, 3, Ill. 

The company states that it is manu- 
factured under AIEE specifications 
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and NEMA standards and that it is a 
decided improvement in transforming 
constant potential to constant current, 
using a resonant circuit with exclusive 
patented features. 

The new regulator is a dry type, 
static, constant current regulator using 
4 compensation resonant circuit. Its 
standard size is 10 kw, and this will 
efficiently handle any number of 
lamps to 110% of full load. ‘T'wo or 
more units may be coupled for larger 
loads. 

Each assembly consists of a reson- 
ant circuit constant current network 
mounted on a heavy angle iron frame 
enclosed in expanded metal case, suit- 
able for station or inside installation, 
with safety control switch mounted on 
case. The switch may be mounted 
separately and all-weather case for 
pole mounting or outdoor use can be 
furnished. 

Other general specifications include 
the following: 

Resonant circuit — a patented dry 
type resonant constant potential to 
constant current circuit, with no mov- 
ing parts, for operation on 60 cycle 
2300 volt supply, consisting of two 
capacitors and two special reactors, 
with special current transformer for 

tabilizing the resonant circuit and to 
supply 6.6, 15 and 20 ampere constant 
current. 

Current transformer — A double 
winding transformer, so built that 
should there be a ground in the load 
circuit it will not ground the supply 
circuit. Due to its saturating features, 
it will automatically limit the open 
circuit voltage and thus protect the 
resonant circuit, the load circuit cable, 
and the load. ‘Taps for primary volt- 
age operation of 2500 to 2100 volts. 

Automatic safety switch — Should 
an open circuit occur in the line, cur- 
rent is automatically cut off. The 
switch cannot be reset until line fault 
is corrected, and must be reset man- 
ually. 

Additional details are given in a 
four-page bulletin, copies of which are 
available upon request. 


Electric Motors 
And Generators 
By E. S. Lincoln. Published by 
Essential Books, 270 Madison 
Ave., New York 16, N. Y. 381 
pages, illustrated. Price $3.00. 
Direcr and alternating current 
motors of all kinds are given thorough 
treatment in this book. Tables show 
complete standardization of motor 
manufacture and use; instructions for 
installation and operation of all types 
of motors and generators, engine- 
driven emergency power and lighting 
sets, etc. 








ABolite is a name known for many 

years in the industrial lighting field 

[> for reliability, correct design and 
FICIENCY. 

ABolite reflectors are made in one of the major 


plants producing highest quality porcelain-on- 
steel enameled products. 


FORMED NECK 
RLM 


DOME TYPE 
REFLECTOR These durable, easy-to-clean re- & 
flector units are made to comply F 
Stondord ABolite —— with RLM standard specifications. f/ i= 
fo wah See See This label is your assurance of 
able and Separable Socket hi 4 
types for every kind of in- ighest quality and dependable 
performance. 


dustrial lighting. 
Floodlights and gos station For. the best in industrial lighting, stock, recom- 
islond lights alse available. mend and use ABolite — the old ReliABle. 


Sold exclusively through electrical wholesalers. Order from 
your regular supplier. 


Light right with... 





THE JONES METAL PRODUCTS CO., West Lafayette, Ohio 





E-M-T- UP THE QUICK WAY 








Two Squeezes and its Set 


TWO QUICK SQUEEZES give you Finer, 
geod — a B-M Senay OISTRIBUTED BY 

o away with the twisting, turning an 

tightening of nuts and save you valuable = &. F, Austin Co. Cileage, im. 
time and materials. Then too, they are i 
stronger, neater and much easier to work 
with in tight places. Start using B-M 
Fittings today. Have more satisfied cuse National Enameling & Mfg. Co., 
tomers—more profits from each job! Pittsburgh, Pa. 
(All B-M Fittings carry the Underwriters ae Cnet Oe Ss 3. 

Seal of Approval) 


Prompt Deliveries on Properly Rated Orders 


(20) BRIEGEL METHOD TOOL CO. + Galva, Ill 


iggi’ 














ELECTRICAL SOUTH for AUGUST, 1946 





New Automatic Fry Kettle 


An automatic electric fry kettle 
which can fry more than 100 pounds 
of food an hour has been designed for 
restaurants. 


How Contractor Sells 
Adequate Wiring 


(Continued from page 38) 


McClure, Jim’s brother. 
Dependability of the services ren- 
dered by these two brothers has be- 
come so favorably known that in one 
case a large industrial firm gave them 
the job of modernizing plant wiring 
on what amounted to a blank check 
basis. The order for this work, which 
tan into a sizeable sum of money, 
specified that anything Clarence Mc- 
Clure recommended should be done. 
“But industrial and commerical 
firms are generally anxious to install 
whatever is needed in the way of 
adequate wiring,” says Jim McClure. 
“It is the home owner in the average 
class who needs the selling. Sales 
resistance is also high in the case of 
the builder of the average ‘for sale’ 
home. Owners of better class homes 


are generally willing to have fully 
adequate wiring installed. 

“We often encounter jobs where 
the service is pitifully light and it 
would be impossible to add even one 
circuit without overloading the serv- 
ice, and in such cases we decline to 
add the circuit and of course, lose 
the job. 

“We also encounter cases where 
someone has told the prospect that 
100 amperes is enough. We some- 
times lose jobs when we insist that 
200 amperes is necessary and figure 
on that basis. We have turned 
down many jobs because we were 
uot permitted to figure on fully ad- 
equate service.” 

Mr. McClure insists that the only 
way to build a successful and substan- 
tial electric contracting business that 
lasts is to insist on adequate wiring. 
He says the McClure reputation has 
been built on adequate wiring and a 
policy of selling the customer on the 
idea that the cheapest money the 
customer can spend is for adequate 
wiring. ‘That way, the public gets 
more for its money. 

“We recommend wiring to meet 
the customers’s needs not of today, 
but in the future,” says Jim McClure. 





DEPEND ON-INSIST ON= 


P.R.MALLORY & €Q, Inc. 


MALLORY 


CAPACITORS 





WNecessaty leads, 
lugs, screws, and 
nuts are included in 
each box for any 
type connectors. 


Distributed by 


INSULATION AND WIRES INCORPORATED 
SAINT LOUIS 3, 
DETROIT 2, MICH 
BLUEFIELD, W. VA. 


BOSTON 20, MASS 
HOUSTON 2, TEX 


SITTLER COMPANY 
CHICAGO 7, ILL 


TRI-STATE SUPPLY CORPORATION 
LOS ANGELES 13, CAL. « SAN FRANCISCO 7, CAL. « SEATTLE 4, WASH 


Mallory MSG Capacitor: —Small, 
compact AC Motor Starting Ca- 
pacitor that fits almost every 
mounting bracket or box. Re- 
places rectangular capacitors 
with leads, lugs or studs. Each 
capacitor is packed with com- 
plete set of universal mounting 
hardware and installation in- 
structions. 


MISSOURI 
ATLANTA 3, GA. 
NEW YORK 7,N.Y. 


H. A. HOLDEN, INC. 
MINNEAPOLIS 3, MINN 





“We believe that an undercharge, 
where wiring is involved, can hurt 
the electrical business as much as an 
overcharge. 

“We believe we should know our 
business and the needs of our cus- 
tomers by studying those needs, 
just as the doctor knows his business 
and finds out about the needs of his 
patients, Clarence studies contin- 
ually on electricial engineering, and 
we make every effort to know our 
business thoroughly. ‘Then we make 
a study of each customer’s business. 

“In the case of the home owner 
who has little knowledge of electricity 
we try to impress upon him that elec 
tricity is dangerous if improperly 
handled, but safe and the cheapest 
domestic servant if properly handled.’ 

In the McClure opinion, the con- 
tractor who recommends anything less 
than fully adequate wiring is not 
only hurting the cause of adequate 
wiring and hurting the public — he is 
also doing injury to the contracting 
business. McClure thinks the con- 
tractor who offers to save the home- 
owner $20 by eliminating some wall 
or floor receptacles is creating dis- 
trust of the electricial contracting 
business. 

“I don’t mean that a contractor 
should try and ‘cram’ a job,” says 
McClure. “But I do think it is 
downright neglect for a contractor 
to fail to sell the customer all that’s 
necessary.” 

Where the McClure Electric Com. 
pany does residential wiring, guar- 
antee placards like the one shown in 
the accompanying picture are posted 
on the job. Recently, the firm adopt- 
ed the policy of placing an attract 
ively-printed, framed guarantee on 
the mantle of the finished home. 

The placards have created muchi 
favorable publicity for the McClure 
Electric Company, because the Mc 
Clures have had many telephone 
calls from house hunters who have 
read the McClure placard and want 
to know how to get in touch with 
the builder. And builders are highly 
pleased with the psychological effect 
the McClure placards have on pro- 
spective home buyers. 


Training Course 
For Salesmen 
(Continued from page 22) 


statements and questions: 

“It is our desire to make our sales 
o:ganization one of the best equipped 
and trained in this locality and with 
this thought in mind, please furnish 
the following information: 

‘l. Is there any phase of our 
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By BAR-BROOK’S Easy Installation 


The three minute installation of the BAR-BROOK 
WINDOW FAN is an added way you make money on 
this modern appliance. You reduce installation ex- 
penses with this simple exhaust type unit. Even ad- 
justing the correct distance (144”) between window 
and fan is easily done (see inset), 

The BAR-BROOK WINDOW 
FAN sells as a package unit, and 
offers two speeds (5500 CFM 
and 3200 CFM), a_ one-piece 
steel louver grill with venetian 
blind appearance, and smooth 
design with rounded corners 
and a baked on_ Ivory-White 
Enamel! finish. 


BAR-BROOK 
Window Fan 


Midwest Representative: 
Earl Goetze Co. 
Mdse. Mart, Kansas City, Mo. 


BAR-BROOK Attic Fans 


Four sizes, 36”, 42”, 
8”, and 54”, ASHVE 
Ratings from 7500 to 

21,000 CFM. 
Southeastern Representative: 


Fulwiller & Chapman Co. 
314 Luckie St., Atlanta, Ga. 


Southwestern Representative: 
Geo. E. Anderson Co. 
Santa Fe Bldg., Dallas, Texas. 


SHREVEPORT 


ENGINEERING CO. 


1553 Texas Ave. Shreveport; La. 
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HAVE YOU PLACED 
YOUR ORDER? 








your TRILMONT distributor 
is ready NOW. 
immediate deliveries 




















































































































HE manufacturers of Trilmont Safety* Elec- 
tric Heaters anticipated “trouble ahead” — 
ordered their materials early and got into 
production immediately ... with the result that 
Trilmont distributors now have their full quota. 


To make sure that your will be ready for the 
early fall buying period, put your order in 
now for America’s best-known, fastest-selling 
heater in its price class—a price that assures 
you more profit per unit than the total retail 
price of conventional heaters! 


*NOTE: The Trilmont Model ‘A,’ which won 
The National Safety Award has been augmented 
by a new model‘ AA’ which answers the problem 
of how to get sufficient heat on low voltage lines. 


Don't leave your customers “out in the cold”...be 
sure to get your Trilmonts NOW. Write today for 


name of nearest distributor. 


MODEL A—1200 WATTS—10 AMPS @ 120 VOLTS 
MODEL AA—1320 WATTS—12 AMPS @ 110 VOLTS 


$ 3 3 O 0 including Excise Tax and Heavy Cord Set 


95c extra in Western Zone 


‘TRILMONT PRODUCTS COMPANY 


24TH & WALNUT STREETS ¢ PHILADELPHIA s PA, | 
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POULTRY 
TIME SWITCH 


by Paragon 


A low price switch with 
evening dimming feature. Authori- 
ties have proven that both morning 
and evening lighting greatly in- 
creases egg production per pound 
of feed. 


Season Starts September Ist 


Large quantities of the new PS-30 and 
basic materials for additional quanti- 
ties are now in Paragon stocks. Recent 
enlargements in plant . . . modernized 
manufacturing methods . . avail- 
ability of raw materials. . . make sav- 
ings in manufacturing costs reflected 
in the new low price. Order your 
poultry switches early. 

Paragon designs and manufactures 
time controls for every need. 


PARAGON ELECTRIC COMPANY 
1618 Twelfth Street * Two Rivers, Wis. 


SALES REPRESENTATIVES 
HOPPER & McCOY 
306 Mariette Street, N.W. Atlante 3, Georgie 
GEORGE E. ANDERSON COMPANY 
Sante Fe Bidg. . Dollas 2, Texos . Phone R-4013 


Paragon i ae 


WISCONSIN 


BUILDERS OF ELECTRICAL EQUIPMENT SINCE 1905 





organization with which you are not 
familiar? 

“2. Is there any product being sold 
or offered for sale with which you 
are not familiar insofar as sales feat- 
ures, prices, etc., are concerned? 

“3, What topics, in your opinion, 
should be covered in our general sales 
meetings? 

“4. Do you have any suggestions 
that will trend toward smoother op- 
erations?”’ 

These answers are turned in direct- 
ly to Mr. Forsyth and the idea has 
a surprise twist that has been work- 
ing out well for the sales force. 

If a questionnaire turned in by a 
salesman. shows on Question No. 2 
that he is deficient in some particular 
merchandise knowledge, he is called 
in and instead of being given the 
information he is given an assign- 
ment to dig up tne information and to 
present it at the next sales meeting. 

For instance, the salesman may say 
that he does not know about the twin- 
tub washer. He will then be re- 
quired to look up all there is to know 
about it, using manufacturer’s speci- 
fications and sales material, and by 
questioning others in the organiza- 
tion. His lecture and preparation for 
it has be thorough because all the rest 
of the salesmen who are attending 
the meeting will be invited to ask 
him questions. Naturally some sales- 
man would be elated to ask the man 
on the platform a question that he 
could not answer. 

Should a salesman indicate he has 
a suggestion that will make for 
smoother operations, as asked for in 
Number 4, he will likewise be asked 
to prepare a complete thesis on the 
idea, telling how it should be used, 
and why, and last what his predictions 
are for it. He will also be bombarded 
with questions. 

The upshot of the whole business 
is that the salesman who delivers a 
lecture on the twin-tub washer and 
survives the barrage of questions, will 
always have more actual knowledge 
of that bit of merchandise than the 
man who has just been handed the 
information on a sales folder. 


Practical Accounting 
For Contractors 
(Continued from page 20) 


clude at least a 3 months’ period in 
which Old Age Benefits and Unem- 
ployment taxes are paid and entered 
in Cash Disbursements. A six months 
or twelve months period is better 
still. When this percentage is ob- 
tained it gives the operator knowl- 
edge of the percentage which must 





be added to direct operating (job) 
expenses to cover overhead expenses. 
Knowing your expenses or costs, you 
can then add a percentage for profit. 

Do you know what your percentage 
of Indirect and office overhead ex- 
penses is to your Direct Job expenses? 
If not, you are operating by guess. 
Operating by guess in these days is 
dangerous business. It is impossible 
to over-emphasize the importance of 
above. Percentages should be check- 
ed periodically. It is very important. 
It enables you to: 

(1) Check expenses by compar- 
ing them with those of the previous 
period (and sometimes reduce the 
controllable ones). 

(2) Use those overhead percen- 
tages in your estimates of doing bus- 
iness, indirect as well as direct, in 
your bids. 

If your estimates are correct and 
you have the right percentage for 
overhead, the figure which you add 
for profit means something. It means 
that you are operating on the right 
basis. If your estimates are correct 
in the first place, you should obtain 
your share of jobs, make money, and 
stay in business. 

This new “Accounting System for 
Contractors” opens up several other 





9 SECONDS FOR A PERFECT CONNECTION 
Many millions in actual use...because no gucss- 
work ...no worries...no special tools. 

E. ical... d dahl 





Southeastern Representatives 
VERYLN H. BRANHAM 
180 Interlochen Drive, Atlanta, Ga. 
J. P. LUMP 
248 Tranquil Ave., Charlotte, N. C. 


COPPER TUBE 
(9) & PRODUCTS, Inc. 
= \ CINCINNATI, OHIO 
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tHe preche—ber MAKER 


provides fully the comfort 
and ventilation so essential 
in army barracks, mess halls, 
hospitals, headquarters, 
theaters and other military 
buildings. Its fine design and 
sound construction meet the 
specifications drawn for 
army fans and it is particu- 
larly adaptable to the various types of installations 
found in army buildings. 


HY-DUTY BLOWERS 


Single Inlet—Double Inlet. 400 
CFM to 12,500 CFM. 

Single Inlet Blower illus- 
trated at left is particularly 
adapted for ventilation of 
mess halls in military estab- 














lishments. 





VENTILATING DIVISION 
SCHWITZER-CUMMINS COMPANY 


1125 MASSACHUSETTS AVE. + INDIANAPOLIS 7, U.S.A. 


a rigid steel plate is the 


foundation of @ GOOD RHEOSTAT 


The first Ward Leonard Rheostats 
were built with a steel plate base. 
Its rigidity protected insulating 
enamels, proved an excellent dis- 
sipator of heat and a substantial 
foundation for circuit and control 








members. Many of those early 
Rheostats are in servi-2 today. 

While these Rheostats have been 
modernized, operate smoother, and 
offer more steps of control they 
ore still built on a rigid steel plate. 





| With the wide range of types 
*y| and sizes of Ward Leonard 
=| Rheostats, you will find the 
—J one fo meet your require- 
ments—from the smallest electronic 
to the largest industrial application. 
Send for Rheostat Bulletins today. 








RELAYS + RESISTORS + RHEOSTATS 


Electric control ~ devices since 1892 





WARD LEONARD ELECTRIC CO., 37 SOUTH ST., MT. VERNON, N. Y, 
OFFICES IN PRINCIPAL CITIES 





ze WIND-O-VENTS 
Reversible 
Quiet 
Portable 
Dependable 


RUF with Divert-O-Vent 


CERTIFIED 
RATINGS 


TEST STATEMENT — Each Reed 
Unit Fan bears a certified rating 
label of the Propeller Fan Man- 
ufacturers Association. This label 
certifies that the fan has been 
tested in strict accordance with 
the Standard Test Code as ap- 
proved by the American Society 
of Heating and Ventilating En- 
gineers, 


REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave., New Orleans 8, La. 


Rear Wire Guard 
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Heres How to Lick that 
Hard Ventilating Job! 


MARTIN 
Bucket 
EXHAUST FANS 


for industrial plants and 
various installations where 
abnormal ventilating require- 
ments exist such as ... 
®Stagnant Air ®Excessive 
Heat *High Humidity 
®Chemical Fumes ®Severe 
Smoke. 





MARTIN 
Utility 
EXHAUST FANS 


A sturdy fan to fill a variety 
of needs. For homes .. . for 
commercial and light indus- 
trial uses. 


Sizes 24 to 72” 


MARTIN Fan & Blower Co. 


4632 West 21st Place Chicago 50, Illinois 
Lawndale 8474-5-6. Long Distance Olympic 5252 


Write for information. 
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Use Insto-Gas No. 2 torch (lower insert) for fitting: 


up to 14", the No. 4 (main photo) for fittings 1/2” 


to 8” and No. 5 (top insert) for largest fittings. 


INSTO-GAS FLAME 
FEATURES INSURE 
FULL-STRENGTH, 
LEAKPROOF JOINTS 


Brush-type flame—envelopes the 
whole copper fitting evenly. 


Even-temperature flame—quickly 
heats the entire fitting to correct 
‘soldering temperature without creating 
hot spots or burning the flux. 


3 Non-oxidizing flame—makes perfect 
bond between solder and fitting. 


Clean flame—leaves no soot, smoke, 
or grease to be cleaned off. 


Ideal for Copper 


These four big features make Insto-Gas 
Torches the number one choice for sweat- 
ing copper pipe fittings. Insto-Gas 
Torches light instantly, and won't blow out. 
They're safe! ... listed by both Under- 
writers and Factory Mutual Laboratories. 


NOTE: Contractors are urged to anticipate their 
requirements at least 90 days ahead, While Insto- 
Gas has doubled 1946 production over 1945, 
orders are still three months ahead of shipment. 


If Wholesaler Cannot Supply Insto-Gas, Mail Coupon 


INSTO-GAS CORPORATION, DETROIT 7, MICH. 


Please send Insto-Gas Bulletin and name of 
nearest Distributor. 


INSTO-GAS CORPORATION, DETROIT 7 
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avenues not provided by ordinary 
bookkeeping systems. Such an arran- 
gement has many advantages for pro- 
viding useful information. It is, as 
the reader has seen, easy and simple 
to keep. You'll like this new method 
of keeping your record of Cash Dis- 
bursement, and when income tax 
time comes around—you’ll be more 
than plesaed with it. 

The benefits which accrue from 
this practical, yet simple, system of 
accounting for your Cash Disburse- 
ments find equal expression when ap- 
plied to Cash Receipts, Job Records, 
and Payroll. 

There’s Safety and Certainty when 
you can be positive that your esti- 
mate is not a “Guess-timate” and 
that your costs of every description— 
plus your profit—are a part of those 
estimates. Yes, there are profits in 
practical accounting. 


Capitol Comment 
Washington News 
(Continued from page 28) 


By overplaying their hand OPA 
advocates themselves lost the oppor- 
tunity to bring about more gradual re- 
adjustments. 

Avoidance of wild inflation never 
was at stake. Prices are certain to go 
up, but not catastrophically. There 
is sure to be uncertainty that will 
make it difficult for business to plan 
ahead. There will be broad fluctua- 
tions in prices. The sad part is that 
most of the confusion arising from 
the changes from controlled to free 
prices easily could have been avoided. 

The conference committee that 
had to work out a compromise bill 
felt that after three weeks without 
control it would have been impossi- 
ble to bring about a roll-back of pric- 
es. It is quite apparent that there 
cannot be grain control if meat prices 
are free. This would mean that ani- 
mals instead of people would get the 
grain. 

There remains considerable protec- 
tion against unreasonable increases in 
basic food products. ‘The fact that 
the de-control board will have power 
to act will make profiteers cautious. 
The existence of the board will make 
it possible for OPA machinery to op- 
erate on technical details after the 
general policy will have been decided 
upon. 


Wants Buying Power of 
Dollar Maintained 


When John Snyder took the oath 
to execute faithfully the duties of his 
office as Secretary of the Treasury he 
said, in effect, that it would be his 
determined duty to resist forces that 





tend to undermine the purchasing 
power of the dollar. 

Secretary Snyder is the type of man 
who keeps his word. He is going to 
do all in his power to protect the in- 
terests of those who invested their 
earnings in government bonds. The 
1926 dollar now is worth ninety 
cents. Despite everything that Mr. 
Snyder can do there will be further 
decline in the purchasing power of 
the dollar but here are some of the 
things he is expected to do to check 
the decline and finally increase the 
value of the dollars the American 
people put in bonds during the war. 
He is going to be chary about tax re 
ductions. He will insist on improy 
ing the present jerry-built tax struc- 
ture. He will get the public debt in 
to more manageable form by the con- 
version of maturing issues into short 
and medium term securities at rela- 
tively low but not declining rates. 
There is encouragement in the fact 
that the amount of money in circu 
lation has become quite stable. The 
present slight upturn is seasonal. 

Some think the Federal Reserve 
System should be given more power 
over the bank reserves, by giving au- 
thority to require banks to carry a 
secondary reserve of short-term gov- 
ernment securities. A limit may be 





REST where it is COOL 








AIR-CONDITIONED 
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Match this| i (WaN a) eee 


PERFORMANCE, 
CONSTRUCTION, 


Sales Appeal 4{ lo ua 


PRODUCTS 





_ 
PATENTED 


TRANSMISSION 


patentto «= EY LL. patente 
HERMETICALLY- 5 / 
SEALED ROLLER ; - 
“4 Breeze” to Sell BEARINGS f] tases NO. RESISTANCE 


Imagine an _ attic fan 
with these features; no FIX 
oiling, no belt adjustment Y \ _— 
or alignment, no motor ; 

hum transmission, long \ 
life. Well, it’s here and = BELT 
it’s your chance to cash a } ADIUSTMENT 
in on an item that is a SS ' 

breeze to sell. The fan £: I 
with patent features. 

















Immediate delivery on complete 42” fan chassis less 
motors. Limited supply of fans with motors. Any 
1/4 or 1/3 h.p. motor can be easily installed. 
Write today for folder giving full particulars on 


this revolutionary fan. 
*All patents applied for Lloyd appreciates the patience and forbearance you have 


shown when overloaded manufacturing facilities slowed down 
delivery of Lloyd Flex-Loc Lamp Holders and Lloyd Auto- 


STON EWALL COMPANY matic Starters. We are now at home in this large modern 
Southern Sales Office: 813 Bona Allen Bldg. Atlanta, Ga. plant, where greatly increased facilities will make possible 
FACTORY: 138 WEST 54th > CHICAGO, ILL. greater service to all our customers . . . service which we 


hope will match in quality the matchless Flex-Loc Lamp 
Holders and Lloyd Automatic Starters. 


sete Peresbiamia<commpicnmsaico rayne amma LLOYD POLICY INSURES QUALITY 
AN BLADES | = 


F FLEX-LOC Lamp Holder 








‘ AS Wea Automatically self-adjusting. Engi- 
— A 1 manufacturer with 7 eith , neered to fit ALL STANDARD spac- 
6 ee es, oe ings. POSITIVE AUTOMATIC 


thousands in satisfactory use 
throughout the country. / LOCK, PERFECT ELECTRICAL 


_ These blades are designed and en- i CONTACT. Brass contacts grip BOTH 
gineered to produce a maximum A ‘ « 

flow of air, are uniform in size and sides of lamp pins securely. 

shape for eqval distribution of load, ! : J i , 
dynamically BALANCED with every Eitnd ane Aageenes ty Dananeae 
desirable feature of STRENGTH, i Lab., Inc., and Canadian Standards 
Model 421 CO 22” Blade TRUENESS, QUIETNESS and ~~ Assoc., App. Division, E.T.L. Test 
BEAUTY incorporated into them. as ; Report 314454 Available. Patented— 
Mode! 421 CO, 2 blades, Prices quoted on request. : Other patents pending. 

operates on 1/6 H.P. motor 

or larger at 1,725 R.P.M. 
Made in either 1/2” or 5/8” 


bore. Packed 12 to carton. , 
FS-40 

















Model 420 CO (shown at right)—4 
blades, operates on % h.p. motor or AUTOMATIC Starter 


larger at 1140 r.p.m. Also operates , . 

on 1/3 h.p. or larger at 1725 r.p.m. CUTS OUT deactivated or flickering 
i lamps. CUTS OUT current to lamp 

Model 424 C h _ i 

blades, on: Mager 1g Age and ballast. Increases life of lamp 

or larger at 1140 r.p.m. Also oper- and ballast. 

t 

rd oe. h.p. motor or larger at Listed and Approved by Underwriters’ 

” La., Inc. Certified by E.T.L., Spec. 6. 
Made in either %” or %” bore. Model 420 CO 20 Pat. Nos. 2200443-2228210. 
Packed 6 to the carton. Model 424 CO 24” F 


Products of C & H Air Texas & Okla. Sales Office: 


Conditioning Fan Co., Inc. 508 Insurance Building L LOY D PR Oo D U e T S co M PA N Y 


Distributed by Dallas 1, Texas 
Providence 5 Rhode Island 


Ve CHARS ALUPAD CORHIMEE | ceonce ©. AxneRson co. SL. BAGBY CoMPANY 
2 Sante Fe Bldg., 822 W. Moorhead St., 
Dallas 2, Texas Charlotte, N. C. 


163 WALTON ST, W. W. NWILLIAM 1, BERRY. JR. 
ATLANTA 3, GA. yor Sta 8 Wa Aten 3 Ga 
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Carbon Products 
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BRUSH KITS 
of all descriptions 
CARBON BRUSHES 
of all descriptions 


HELWIG COMPANY 


2544 N. 30TH ST. MILWAUKEE 10, WIS. 


Southern Offices 
Room 316 Walton Bidg., 
Atlanta, Georgia 
Telephone: JAckson 6097 
323 Northwest Second St. 
Oklahoma City 2, Oklahoma 
Telephone: 2-6881 
3000 Block McKinney, Houston 3, Texas 
Telephone: Preston 1610 
1913 Washington Ave., St. Louis, Me. 



















Telephone: Chestnut 6510 
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* WASHER LUGS * 





A SIZE and TYPE for every need! 
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NO SPECIAL TOO 





L REQUIRED 


oO 






















KRUEGER & HUDEPOHL 


Solderless Terminal Lugs and Connectors 
VINE AT THIRD—ES * CINCINNATI 2, OHIO 




















put on the authority to carry long- 
term paper. Issues of enough long- 
term bonds (not available for bank 
purchase) to meet the needs of genu- 
ine individual and corporate investors, 
may be forthcoming. 

Certainly the Federal Reserve 
should be used to prevent further ex- 
pansion of bank credit. It probably 
should require its contraction. 

Economy in government expendi- 
tures rests more with Congress than 
with the executive branch. Nothing 
in sight in the way of reduction in 
government expenditures will be suf- 
ficient to make much of an imprint 
on the public debt. The people will 
have to learn to live with that debt 
for some tine to come. 

Postponement of the luxury liner 
program, however, is seen as a fore- 
runner of determined efforts to re- 
duce government expenditures. Dras- 
tic cuts are expected in the amounts 
the war and navy departments will be 
allowed to use. Expenditures by the 
fighting services at the end of the fis- 
cal year (June 30) were at a higher 
rate per man than in the 1945 fis- 
cal year when the country was en- 
gaged in a shooting war. Unques- 
tionably the President and Secretary 
Snyder have their eyes on other fed- 
eral expenditures. In a time of infla- 
tion the government’s monetary sur- 
plus should be accumulating more 
rapidly than at present. 


Getting Prospects 
Through Side Lines 
(Continued from page 17) 


ed shirt is part of our merchandising 
plans for the future,” said Mr. Ma- 
nouge. “It always intrigues a woman 
to see a man using equipment that 
is considered in her feminine sphere.” 

Another phase of Pfeifers’ merchan- 
dising is that every sales person must 
be service-minded. The modern, 
well-equipped service department is 
manned by four mechanics, who are 
capable of repairing every electrical 
appliance. This is stressed to custom- 
er and prospect. When the sales- 
woman makes a night call-back after 
she has sold a fine sewing machine, 
she must be able to talk intelligently 
about repair service that is both fast 
and good. 

Pfeifers of Arkansas is planning ex- 
tensive promotions of small applian- 
ces of all kinds, to be launched as 
fast as merchandise arrives in suffi- 
cient quantities. On every scarce 
items, little or no promotional work 
is done—not even advertising. 

Merchandising Manager Manouge 
does not want to disappoint his cus- 
tomers and prospects. 
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“I’d rather promote luxurious gar- 
bage pails that we can furnish now,” 
he said, “than awaken desire for 
scarce electrical appliances. There 
is profit for us in volume business on 
a $5.95 garbage can. And customers 
who want to pay extra for a good can 
will be interested in seeing the electri 
cal garbage disposal unit in our model 
electrical kitchen. Some of those cus- 
tomers are going to buy that electrical 
equipment when they can get it.” 
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Cable Taps, Lugs, | 
Tees, Service Connectors, 
Grounding Clamps, Straight : 
and Parallel Connectors, 
Elbows, etc., etc. 
PENN-UNION ELECTRIC CORP. 
RIE, PA. 
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LEAD AND ALUMINUM PAINT 


Spot or Full Coat 
for 


Galvanized Structures. 
It sticks, it blends. 


Cibo INC. 


NORTH ARLINGTON, N. J. 








WANTED! 


SALES MANAGER 
ELECTRICAL DEPARTMENT 
Largest and oldest electrical wholesaler in 
New Orleans has this position open NOW! 
In addition to a starting salary of $4,800.00 
to $6,000.00 per year (depending upon your 

experience) this Company offers: 

@ Old age pension and retirement plan 

@ Hospitalization and sick benefit- 

@ Group Life Insurance 

@ Annual Bonus plan 

@ Vacation with pay 
Here is an opportunity for a lifetime 
nection with wonderful chance for adyance- 
ment, where the rigors of winter never reach 
and working conditions are ideal. , 
Applicant should not be over 40 years of 
age; have previous selling and wholesale ex- 
perience in electrical merchandise, supplies, 
wiring, etc., and be good correspondent. — 
For interview give age, reference, education 
and brief outline of past experience in first 
letter. All replies held strictly confidential. 
Address Box 611, ELECTRICAL SOUTH, 
1020 Grant Bldg., Atlanta 3, Ga. 


con- 
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A Necessity In Every Home 


AUTOMATIC 
ELECTRIC 


WATER HEATERS 
NOT NEW 


On the Market Since 1915 


LOOK INSIDE 
RUGGED BUT SIMPLE 
CONSTRUCTION 


SATISFIED USERS 
ARE BOOSTERS 
PROMOTES SALES 


Not Plentiful at Present, 
But Will Be 


Manufactured by 


The Automatic Electric Heater Co., Inc. 
POTTSTOWN, PENNA., U. S. A. 











BLO-TORCHES BY 


FEATURE THEM! 
DISPLAY THEM! 
SELL THEM! 


THE f MFG. COMPANY 


POST OFFICE BOX 8, NEWTON LOWER FALLS 62, MASS. 


Manufacturers of Soldering Equipment Since 1919 





rP ART Sw 


MOTORS 
FANS 
CONTROLS 


PROMPT SHIPMENT FROM LARGE STOCKS 


AUTHORIZED PARTS DISTRIBUTORS 


Brown-Brockmeyer General Electric “Master 
Hamilton-Beach Peerless 

Cutler Hammer Holtzer-Cabot Robbins & Myers 
Deleo Howell Star 

Diehl Hunter Thor 

Duro Ilg Wagner 

Emerson Leland Westinghouse 


Century 


Marathon 


READING ELECTRIC COMPANY, INC. 


Parts Distributors for the Manufacturer 


200 William St. Barclay 7-6616 New York 8, N. Y. 











, 
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SECO cootnc rans 
Setter 


Its simplicity of 
design permits 
easier installa- 
tion in Walls, At- 
tics, or Pent- 
houses. 

SECO Fans de- 
liver a maximum 
volume of air at 
slow speed, with 
extreme quiet- 
ness. 


ATTICS 
SCHOOLS 
CHURCHES 
and for 
Industrial 
Installations 


24”, 30”, 36", 42”, 48”. 
(3800 to 18,500 C.F.M.) 


Write for lustrated Bulle- 
tin, Specifications & Prices. 


Contact your nearest Distributor or write 


SECO-LITE MANUFACTURING CO. 


4916 EASTON AVE. . ST. LOUIS 13, MO. 

















Announcing .. . 
‘Situenr-Aire’’ Gans 


EXHAUST OR ATTIC 


We take pride in announcing the “Silver-Aire”’ 
Fan, for both exhaust and attic use. These 
fans are supplied with either G.E. or Westing- 


house motors, and are available in 36” and 42” 


sizes. 


Available immediately in limited 
quantities to jobbers ONLY. 


A PRODUCT OF 


C & H AIR CONDITIONING FAN CO. 


INCORPORATED 
WTI 160 1603 DEKALB AVE. N. E. 


ATLANTA, GA. 





WASHING MACHINE 


Replacement Parts 


For All Makes 
WHOLESALE 


Serving Southern Dealers 
and Repair Agencies 


PROMPT SHIPMENTS 


Goodrich Wringer Rolls 
Gates Belts 


, 


T-K Range Parts 


DISTRIBUTORS 


MPF vine MACHINE REPLace men PAR 


811 -9th St., N. W. 
WASHINGTON 1, D. C. 


MEMBER, APPLIANCE PARTS JOBBERS ASS’N. 
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part of the advertising contract. Every care will be taken to indes 
correctly. No allowance will be made for errore or failure to insert. 
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Adam Electric Co., Frank 
Advance Transformer Co. 
All-Steel Equip. Co. 
Aluminum Co. of America 
American Blower Corp. --- 
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Anaconda Wire & Cable Co., Inc. 
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Atlanta Electrical Agents’ 
10-Year Club -- 
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Commercial Credit Co. 
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Day-Brite Lighting, Ine. 
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Appliance Co. -—- -~--- 
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Electric Steam Radiator Corp. 
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Faries Mfg. Co. 
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Lloyd Products Co. 
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M & W Electric Mfg. Co., 
Malleable Iron Range Co. 
Martin Fan & Blower Co. 
Mastercraft Electric Co. 

McGill Mfg. Co., Ine. 
McGraw Electric Co. 

Mitchell Mfg. Co. 
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National Electric Products Corp. * 
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Okonite Co. 
O. Z. Electrical Mfg. Co. _ 


P 


Paragon Electrie Co. 
Penn-Union Electric Corp. 
Premier Division 

Proctor Electric Co., Division 57 
Progressive Farmer separa 8 


Reading Electric Co., 
Reed Unit-Fans, 
Rittenhouse Co., Inc., 
Royal Electrie Co. 
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Samson United Corp. 
Sangamo Electric Co. 
Schwitzer-Cummins Co. 
Seco-Lite Mfg. Co. 
Shreveport Engineering Co. 
Spero Electric Corp. - 
Square D Co. ....-- 
Stonewall Company 
Subox, Ine. --- = 
Swartzhaugh Mfg. “Co. 
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Thomas & Betts Co., Inc. 
Tribble’s 

Trilmont Products Co. 
Trumbull Electric Mfg. “Co. 


U 


United States Rubber Co., Inc. 
(Tape Division) . 

United States Rubber Co., 
(Wire Divisions) ------ 
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Virden Co., 
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Wakefield Brass Co., 

Walker Electric Co. . 

War Assets Administration 

Ward Leonard Electric Co. - 

Westinghouse Electric Corp. 
(Appliances) 

Weston Electrical Instrument 
Corp. 

Weigand Co., 
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Youngstown Sheet & Tube Co. 
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SPECIFICATIONS 


Model Wattage Length Width Overall Depth — Price 
1151 15 19” 2-13/16” 3%" $5.95 
1201 20 825” 2-13/16" 3%" 5.95 
1301 30 37" 2-13/16" 34%" 9.95 
1401 40 49" 2-13/16" 3%" 9.95 


FINISH... Reflector is finished in infra-red “hi- 
baked” white enamel having a reflectance value of 
above 88%. Channel and socket racks finished in 
beautiful natural, satin aluminum. 


MANUFACTURING CO. 
ATLANTA,GA. 
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G-E Silent Switches... Mean Happier Homes for Your Customers! 


Nothing can compare to the noiseless op- 
eration of the new G-E silent mercury 
switch wherever quiet and tranquility are 
desirable—in bedrooms, nurseries, studies, 
and many other locations. 

Extra Profit — More Good Will. 
Few services that you can render your 
customers will be as thoroughly appre- 
ciated as the recommendation and instal- 
lation of these aids to comfortable living. 
They'll mean extra profit for you, too. 

You'll be gaining good will in another 
way, as well, because G-E silent switches 
are built to last for many years of service. 
Conventional blades and springs have 
been eliminated. The hermetically sealed 
“mercury button” actuates the make and 
break at the flick of a finger. There are 


fewer moving parts to wear out. 

Choice of brown or ivory handles and 
matching wall plates helps you to provide 
switches that harmonize with various in- 
teriors. 

G-E Silent Switches Are Only Part 
of a Full Line of Wiring Devices 

When you plan your electric installa- 
tions, don’t overlook the many other re- 
liable, high-quality G-E wiring devices. 
They include flush switches, convenience 
outlets, lampholders, plugs, fluorescent ac- 
cessories, cord sets, and fuses. For infor- 
mation on this salesworthy line, see your 
local G-E Merchandise Distributor, or 
write Section )1-816, Appliance and 
Merchandise Department, General Elec- 
tric Company, Bridgeport, Connecticut. 
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G-E wiring devices are built to a: 
the perfection of detail that ! 
make installation easy. For indu: 
and commercial installations, as 
as homes, your use of G-E de’ 
means a long-lasting job throug! 
Available from your local Ger 
Electric Merchandise Distributor 




















